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IN THIS ISSUE: 


EDITORIALS —Study This Advice—There Is a Dis- 
tributor’s Side—It is All Good News—When 
Economic Laws Work—Make Business a Game 
Watch for the Results. 


Alvin Smith Points Out Distributor’s Side of Story 


AEEASABAAAAES BABAR 


Selling Mill Supplies to the Oil Producers 


Ruel McDaniel 
Salesmen Who Shoulder the Blame 


Frank Farrington 
Another Economic Fallacy 


M. if Binocle 
Endorse Standardization of Electric Motors 


Calls Construction Industrial Balance Wheel 
Commission’s Ruling Against Pittsburgh Plus 
Problem of Service Charges 

Warehouse Branches Nuisance to Distributors 


Charging Interest on Overdue Accounts Legal 


Elton J. Buckley 
Millers Taking More Interest in Supply Costs 


Want Association Members to Be More Active 
Using Conveyor Belts Along the Mississippi 


R. McPeake 
New Products and Im provements 
i 








General News From the Field (Six Pages) 


ered as second-class matter August 3d, 1917, at the post i pages es ot . — See 7 
ce at Chicago, Illinois, under the act of March 3d, 1879. 537 outh carborn Street, hicago, 
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Force Feed Oilers Standardized for Stock 


HE “Genuine Detroit” Force Feed Oiler, Model JTS, 

has been so designed that it is universally adaptable 
to all types of steam engines, gas engines, pumps, air com- 
pressors, etc. 


Manufactured in 1, 2, 3 and 4 feed sizes, with shaft extend- 
ing through the oiler permitting it to be driven from either 
end and furnished complete with the necessary connections 
for easy and substantial installation. 


IN ADDITION TO BEING SUPERIOR IN APPEAR- 
ANCE AND FINISH THIS NEW AND BETTER 
FORCE FEED OILER EMBODIES NUMEROUS 
OTHER DISTINCTIVE FEATURES. Let us tell you 
about them. Write for Catalog No. 100 and prices. 
























FOR small steam engines and pumps where a correspondingly small 
sized oiler is desired we offer the Model LS. 


This oiler is manufactured in one-feed, one quart capacity only and like 
the Model JTS finished in lustrous black enamel, furnished complete with 
all necessary fittings for installing. 


THESE OILERS ARE, BECAUSE OF THEIR SUPERIOR FEA- 
TURES, READILY SOLD AND CARRY A HIGHLY SATISFAC- 
TORY PROFIT TO JOBBERS AND DEALERS IN MILL SUP- 
PLIES. 


G DETROIT LUBRICATOR (OMPANY. G Sy — | 


DETROIT, U.S. A. 














_ “Favorite” Steam Flue Blower 


will safely and economically 
blow soot from flues to in- 
crease boiler capacity and 


x) j ] aim sg ‘decrease fuel expense. 


It is equipped with a safe and 
easily operated valve. Han- 
dled without discomfort. 

























Can be furnished for vertical or horizontal are made from high grade brass castings. 
tubes. Called a good investment at thou- Shipped complete with handle, hose coupling, 
sands of plants. The valve, body and head hose band and clamps as shown. 


“Eagle” Ejectors Cut Water Handling Costs 


doing their work easily and handily with either water 
or steam, without corrosion even in chemical plants. 
They lift water 20 feet with 25 lbs. or over, steam 
pressure; 25 feet with 50 lbs. or over; and force water 
20 feet at 25 Ibs., 50 feet at 100 Ibs., and 100 feet at 
100 lbs. steam pressure. 
For many years “Eagle” Ejectors have been the stand 
ard of reliability in practically every industry. 

Get full details of this real 

necessity from Catalog No, 18. 


Sherwood Manufacturing Co. 


Brass Founders and Finishers 


sole manufacturers of Sherwood Engineering Specialties 


1713 Elmwood Ave., Buffalo, N. Y. 
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Maintaining Well-Earned Supremacy 


The CAPITAL “Red Cap” Line of industrial brooms and 
brushes is established firmly in its leadership in the field 
of industrial cleaning equipment. We are maintaining 
this supremacy by constantly improving “Red Cap” qual- 
ity. 

The industrial world recognizes the superiority of the 
CAPITAL Line. Our jobbers report greater sales and 
larger profits than ever before. It will be your most 
profitable move to concentrate your efforts on the 
CAPITAL “Red Cap” Line. It meets practically every 
requirement in industrial brooms and brushes. 

If you are not handling the CAPITAL Line, write 


us today. Ask for Catalog 17, and details of our 
business building sales co-operation. 


Indianapolis Brush & Broom Mfg. Co. 


126 Brush St. Indianapolis, Ind. 


MARETLLY 


PUMPs 


Wet Vacuum Reilly Advantages 


1—Certainty of action—no dead center. 


I ype 2—Widest practicable range of speed. 


3—Moving parts brought to rest by cushion of 
‘Good Pumps steam. 
since 1891’”’ 





4—Safe if pump “races” from broken suction line. 

5—Minimum of moving parts. 

6—Absolute interchangeability. 

7—Impossible to “short-stroke.” 

8—Uniform discharge flow 

9—Easy and noiseless action. 

10—Valve mechanism entirely enclosed. 

11—Minimum “slip.” 

12—Perfect lubrication. 

13—Efhcient in steam consumption—small ‘‘clear 
ance. 


14—Valve mechanism easily examined or removed 
without disconnecting any pipes. 


15—Maximum valve area, low liquid velocity. 
16—Minimum number of “packed"’ joints. 


VAUT BR ATHERS MFG. LA. i “Meompetent auchenkce wit te tele 


(NATIOJNAL FOUNDRY & MATHINE CO} 
IMCORPORATED 


LAVISVILLE. Gi) KENTULKY. “The Best Simplex Pump Made” 
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ILLINOIS MALLEABLE IRON CO. 


General Offices, 1801 Diversey Parkway, CHICAGO, ILLINOIS 











Manufacturers of 


Cast and Malleable Fittings, Screwed and Flanged 
Nokoros Unions, C. D. Railroad Unions 


IRON BODY GATE VALVES 


Screwed, Flanged and Hub Ends 
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The Highest 
Grade File Made 


“The File You Will Eventually Use’’ 
DELTA FILE WORKS, PHILADELPHIA, PA., U. S. A. 











sank an abiateinale haliacededinaenet ae 


| Always on 
‘the Good | 


Painter’ S | 


INJECTORS 





500,000 


satisfied users of U. S. Automatic 
Injectors requiring repairs and re- 
placements, together with an as- 
sured and proper profit to the job- 
Any paint and any paint-brush may “ save the ber through our established resale 
surface * BUT it takes good paint and a good prices, make U. §S. Automatic 
paint- brush to save a surface well enough to be Injectors a satisfactory and profit- 
worth “ saving” again ! able line for any jobber to handle. 
WHITING-ADAMS BRUSHES have been 
saving surfaces for 116 years. Save your surfaces 
with a brush that knows the job! 


Do it with WHITING-ADAMS BRUSHES American Injector Co. 


SEND FOR ILLUSTRATED LITERATURE 


JOHN L. WHITING-J. J. ADAMS CO., BOSTON, U.S. A. DETROIT, MICH. 


Brush Manufacturers for Over 116 Years and the Largest in the World 
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“TOLEDO” 





No. 1 A— 


for this work. 


needs required. 


wherever hard, exacting service rules. 





You can depend on_ genuine _trade-marked 
“TOLEDO’S” as tools that will give your cus- 


tomers maximum satisfaction, and a satisfied cus- 


tomer means repeat orders, and success. 


MACHINE CO. 


NEW YORK OFFICE, 50 CHURCH ST. 





PREFERRED BY THOSE WHO KNOW 


For twenty years this “TOLEDO” No. 1A model 
has been preferred by experienced operators for 
threading 1 in. to 2 in. pipe. It has no equal 


It is a tool that will assure a satisfied customer with 
every sale, and repeat orders. Thousands upon 
thousands of operators ordered their first No. 1A 
tool, and then re-ordered many others as their 


This ““‘TOLEDO” model is a tool of proven worth, 


THE TOLEDO PIPE THREADING 
TOLEDO, OHIO 











































































TO HELP YOUR SALES 
Argument No. 3 


HE American Pulley Company spends thou- 
sands of dollars a year to make it easy for 
the prospect to find the nearest dealer. 
On every advertisement that has appeared in 
general, business and trade magazines for several 
years, the American Pulley Company has carried 
a special paragraph with this message: 


For nearest distributor, see MacRae’s Blue Book 


In this book, which is in the possession of large 
industrial buyers all over the country, the 
American Pulley Company has arranged to have 
every American” dealer’s name, address and 
telephone number listed in the geographically 
arranged ‘Distributors’ Section.” 

Back of this organized effort to direct the buyer 
to the dealer in the quickest and most effective 


ERICA 


STEEL SPLIT 


PULLEYS 

















N 





way, are products you may well be proud to 
sell. We guarantee every American Pressed 
Steel Hanger and every American Steel Split 
Pulley to you and to your customers, firm in 
our conviction that no better hangers or pulleys 
have yet been made. 


The American Pulley Company 


Manufacturers of Steel Split Transmission Pulleys, 
Pressed Steel Shaft Hangers and 
Pressed Steel Shapes. 


4200 Wissahickon Avenue 


Philadelphia, Pa. 


The next advertisement 
will discuss another 
way in which we help 
our dealers and agents. 
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charge. 


this publication. 








held in strictest confidence. 


Lubrication Information Service 
Intelligent service brings re-orders 


In order to assist dealers to render the proper information to their customers, 
Adam Cook’s Sons will be glad to answer for all readers of Mill Supplies inquiries 
pertaining to lubricating problems. It will give the best available information 
from authoritative lubrication engineers and sales experts. 


: This service is without 
Every inquiry must contain name and address of writer which will be 
If the inquiry is of general interest, it will be answered in 
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iH) Address Sales and Engineering Dep’t—Adam Cook’s Sons, 708 Washington St., New York 
Sight Sakis Fieger ts Aesth fad Tie ae bany Grease did its share. Wher friction reduced to a minimum, 
night. The fans work perfcetly, but how ever expert engineering supervi thereby saving coal, power and in- 
can we tnsure a constant feed of lubrica ° ° ° - ‘ 
ee ee gee eee sion is) required they take no surance. 


\lbany Grease 
you will get a constant and cer 


tain supply of lubrication, which 


\ns.-If vou use 


for efficiency and economy cannot 
be approd hed. 


G. £ I ( et rk In a 
while t t r 
public utility job 
steam Is, 1 
Irills, et W 
all the whee 
iw ns she 
job t you 
(, is la ! 





building of th 
Panama Canal, the N. Y. Aqui 
duct and the Hudson Tunnels, Al 


\ns In the 











chances. 

I Erie, Pa.—How many cor 

1 I k Albany Grease 
Only one! Adam Cook's 
Sons of N.Y. is the only concern 
in the world that makes Albany 
It can be recognized im 
mediately by the trade mark. Any 
other Albany 
Girease is fake and very harmful. 


Ans. 


yrease., 
yvrease sold as 


7 n, O What is the most 
ortant wivantage obtained by lubri 


cating with Mbany Grease over oi 
\ns.-You get perfect lubrica 
tion without drip or waste, and 

















A complete stock of 
Albany Grease can 
be carried with little 


investment Large 
stocks are unneces- ware 
sary. Your annual 


fill-in orders will pro- 
tect you on earning 
better prices 














The outstand- 
ing feature of 
ALBANY 
GREASE is its 
salability. 


Advertised 
1868, reaching every engineer and 
mechanic in’ America, 


ZZ ke T™ 
GREASE 


| t B 1 B\ A | ce 
rem teen lan we 1 a 





6 Us pat off 










continuously since 


Over 10,500 mill supply and hard 
dealers tind it a protitable 
item to feature. 


ADAM COOK’S SONS 
708 Washington St., New York 





S. C., Charlotte, N. ¢ Every sum 
mer [To am compelled to serape and re 
babbitt my bearings Can you advise me 
how to overcome this trouble 


Ans.-- With the heat of the sum- 
mer it is common to have lubrica- 
tion troubles. You can overcome 
this trouble if you use a depend- 


able lubricant—such as Albany 
Cirease, 
i. ow... £., Vet Orleans, La Can 
Albany Grease be used on looms in cotton 


mill, speed 1200 R. PL M.? How can I 


overcome stains? 

Ans.—Not only is) Albany 
Grease the ideal Jubricant — for 
looms, but it will overcome all drip 
and therefore won't have any 






stains. 
&:..¢.. , n t Phe « le 
( yur et e at present | 1 
means of sight feed otling devices 
t bye \ cool we want to ! 
‘ waste of oil What do you 





\ns..- Remove the present cups 
and place grease cups in their 
place. It \Ibany (jrease 1s used 
there will be no waste. 


ind, O Is Albany Grease 


rotecting polished machine parts 


ure t left standing, if so what 

\ns. Albany Grease No. O- is 
commonly used for this purpose, 
it protects the surface and the 
erease can readily be removed 


with waste. 





S 1 h Have a f 
lon wi i ng thrust 
No ul ite ivy cylinder d 
tro Unl o is | 
rk rks oft 
Ca t 


\ns.—Yes! Easily! \ttach a 
Spring cushion compression cup 
and use Albany Grease No. 3. 


i H Chica il Why is Albany 


Grease lubrication automati 

Ans.— Because Albany Grease is 
a temperature lubricant and feeds 
only as long as the machine is in 
operation. When the machine 
stops running, the cooling of the 
causes the grease to 
solidify and stop feeding. 


bearings 
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Reshippin 
Screw PI nts 


These pictures show how easily our “Stock 
Order” Screw Plate Assortments can now be taken 


out of our packing boxes and relabeled and shipped. 


Our new corrugated containers save Jobbers 
and Mall Supply Tlouses the usual bother and 
expenses of hunting or making boxes to fit: these 


\ssortments. 


To re-ship simply type the customer's name and 
address on a label and attach it to the corrugated 
container which contains the Assortment desired. 
No more complaints. No seratched boxes. 


Send for Complete List of the 44 Assortments 
now shipped im this manner and a copy of 
Catalog 460-.\. 
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Taps and Dies Gages 
Screw Plates Z RE JELO § TAP AND DIE Pipe Tools 
Twist Drills CORPORATION “Little Giant” 
Reamers GREENFIELD, @ Massacnuserts Pipe Wrenches 
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“THE REEVES" Motor Pulley 


Ss composed ot two integral 


parts—the wooden pulley proper 
and the metal compressible cone 
centers. With the interchange 
able cone center system, a 
given size pulley can be adapted 
to a wide range of shaft sizes 
simply by applying the proper 
size cone 


PULLEY 
Is a Better Motor Pulley 





BECAUSE, due to the unique construction of the 
interchangeable cone centers, the clamping action 
of the four machine screws cause the cone centers 
to be forced INWARDLY, FREEZING 
SOLIDLY to the shaft, and at the same time 
INTERLOCKING firmly with the wood pulley 
proper. This centers the pulley absolutely true to 
the shaft—no set screws to cause any wabbly fit. 


Keyway is provided in cone centers for the recep- 
tion of key if desired. 


Invest only a small amount of money for a 
COMPLETE stock of REEVES Motor Pulley 
and the interchangeable cone centers do the rest. 


Write for bulletin P-305 and get our 
proposition to dealers and jobbers. 








REEVES PULLEY COMPANY, COLUMBUS, IND. 


Established 1887 
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“Not the Hasty 
Products of a Day 
but the Well- 
ripened Fruit of 
Wise Delay” 
































Kor 67 years we have made 








an exclusive and exhaustive 
study of equipment for trans 
mitting power in the in 
dustries. 

















Kach unit—from the smallest 
pulley to the most powertul 
clutch—is designed to carry 
its load in the most positive, 
efficient and economical man 
ner, to withstand long, hard 


service and to eliminate the 





faults and failings common to 





equipment in its class. 


A big undertaking, but we 
have a big, well-equipped plant 
and staff of experienced en 


gineers to back it. 


Results justify our objective 
and endorse our claims. 


If you, Mr. Deacer, have a 
customer whose problems are 
unusual, let our engineering 
department help you — for 
details of this co-operative 


service and complete catalog, 





d 
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A 


T.BWoods Sons GC hambersburg. Pa. 


Makers of Power Transmitting Machinery Exclusively and Continuously since 1857 


address 
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Have You Tried 


‘TO 


High Speed 


DRILLS? 


Specify them on your next 
order and watch results 


NATIONAL TWIST DRILL & TOOL COMPANY 
DETROIT, MICH., U.S. A. 


Branches 

















NEW YORK, N. Y. PHILADELPHIA, PA. CHICAGO, ILL. SYRACUSE, N. Y. BUFFALO, N. Y. 
73 Warren a. 43 North 6th St. 26 S. Jefferson St. 107 Gifford St. 76 Pearl St. 
10 When writing to Advertisers please mention MILL Suppiiss 
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Both Looked Alike 


WO pieces of brass looked exactly 
Tatixe. Both were the same color 

—same smooth surface—and from 
all outside appearances were exact 
duplicates. 


But under the observation of a 
skilled metallurgist with his delicate 
instruments, they were as different as 
day is from night. Enlarged several 
hundred times the pictures showed 
one piece with the metal dense and 
uniform giving no chance for leakage. 
The other was full of oxide spots and 
cavities linked together in such a way 
as to produce an ideal condition for 
air, gas, oil, water or steam to pass 
thru. In other words—one was good 
brass—the other poor brass. 


The microscope shows that O-B 
Valve Brass is good brass. 


the Ohio (R) Brass ce 


Mansfield; Ohio,US.A. 


NEW YORK, 50 Church Street PHILADELPHIA, 7IO Witherspoon Bidg CHICAGO, 343 So. Dearborn Street 
WM. P HORN CO.. Pacific Coast Agents San Francisco Portland Seattle Los Angeles 





0-B No. 1 Line O-B No, 10) Line 


Globe Valve Globe Valve 


















HAN at DEE “ ie must be admitted it is not good 


for any belt to give it a hard coat- 
Belt Dressing 


ing of wax to fill up the cracks, and 
rosin to make it stick to the pulley. 
restores vitality to 
the belt by proper 


The dressing should penetrate the 
belt and restore its natural friction 

internal lubrica- 

tion, 


surface and flexibility. 


That is what HAN-DEE Belt Dressing 
does, and in such a way that it saves time 
and the annoyance of applying belt dress 
ing with a dauber. Just squeeze the soft 
metallic tube and use only as much as ts 

















necessary. There’s no waste. 
HAN-DEE - 
Advantages iv ree: ae 
Total elimination of The tubs s hold a pound or rie h, life re 
id waste—No time lost P ° ° e ° 
in preparation or ap- Stoll Ing dressing, W ithe uit a trace ot acid, 
plication—No swab " 7 - ‘ 
or brush required— alkali or rosin. Every workman with one 
just compress the - 2 a 
tube—Small_units of or more belts to look after can have his 
one pound enable . DE | a k 
each department to : > ye - = 
Se own tube. With HAN LE dri ssing 
instant use—No ex- belts becomes a matter of pride instead 
cuse for applying too : : . 
much dressing. of a distasteful duty. 
DEALERS 

If you want a beit DURYEA MANUFACTURING COMPANY 

dressing that moves 

itself, get your trade Bayonne, N. J. 


to try HAN-DEE. 
They will come back 


for more Samples Manufacturer of “WOOSTER” Belting, a solid Woven 





























and circulars are fabric, impregnated with asphaltum Vo laps, plies, 
yours for the asking. titches or cemented part 
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stands for High Quality and Dependable 


Service in the manufacture of more than 


twenty lines of iron and steel materials. 


Of these Pipe and Sheets are the most important, our / 
capacity for the production of tubular goods exceeding 
One Million Tons per year, and that for the manufacture 


of Sheets being almost half as great. 


_ 












































Our other products of special interest to dealers in Mill | + 
= | Supplies are Bars, Plates, Rods, Wire and Wire products 
2) of all kinds. 
yy, 
Z| 
Z| The Youngstown Sheet & Tube Company 
= YOUNGSTOWN, OHIO 
E District Sales Offices 
BOSTON—Massachusetts Trust sldg DETROIT—First Nat'l Bank Bldg SAN FRANCISCO—Sbaron Bldg y 

AMMA taite tue bik: CUCM com a RANAAS CHPY, Me tommerce Bia 

ATLANTA- Healey B Az. ST. LOUI —Post I h Bid MINNEAPOLIS—Andrms Bldg . 
= 
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This is Worth 
Repeating 


In years gone by 
manufacturers 


and 


jobbers con- 


sidered it good 
business to 
wring a fat mar- 


ginof profitfrom 
each individual 
sale. 


Itis now known 
that a fair mar- 


gin 


will actually 


stimulate sales 
and produce a 
much greater 
profit in the long 
run. 


If you look be- 
yond the one- 
time margin, 


you 


need Gandy 


Beltin your line. 
Gandy is the old- 


est 


and best 


known _ stitched 
cotton duck belt 
on the market. 
It is sold at a 
price that gives 


you 


a fair profit 


and yet gives you 


an 
mo 


edge on the 
re expensive 


belts. 
Allin all, Gandy 


is 


the ideal 


standard belt for 


the 


man who is 


buiidinga repeat 


order business. 






































‘Tue SIGNATURE on the 
dotted line should be just 
the beginning of an ex- 
perience with satisfactory 
merchandise, that culmi- 
nates in a reorder! 





« 


No matter how other job- 
bers work, let us keep the 
faith on quality. It pays 
in the long run. 
Gandy Belts are highest quality, backed 


by nearly half a century of service. Sell- 
ing Gandy means repeat order business. 


ENERAL OFFICE AND PLANT: 757 WEST PRATT STREET BALTIMORE, MD. 


foe GANDY BELTING COMPANY 


NEW YORK OPFICE 36 WARREN STREET CHICAGO OFFICE 554 WEST ADAMS STREET 


MANUPACTURERS OF 


Gandy Stitched Cotton 
Duck Belt, Originated 
1880—still best in service 
and cost on most installa- 


Thermo-Gandy Belt 
a black, mineral-treated, 


Gandy Waxed Belt 
Same construction as 
standard Gandy, but left 
white and wax-impreg 
nated for sanitation in 


heat and moisture 
resisting belt 


























tions. handling food products 
Write for 

f i Gandy Belt Dressing stick and paste, keeps fabric belts soft and_ pliable. here 
Complete Details. eS 

“ ! 

iTS THE BELT WITH THE GREEN EDGE™ Ie. _ te 

[EFA 

s 
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Stock the Sturdy Oneida 


Thousands of buyers know the sturdy Oneida and spe- 
cify it regularly on their pulley orders. A stock of 
Oneida Steel Pulleys means easy sales and quick turn- 


Service 
Our new Chicago dis- 


tributing warehouse is over. Its distinctive features of design and construction 


mean power savings and operating satisfaction to the 
press service at freight 
. buyer,—profit and repeat orders to you as a dealer. 
rates on Dodge prod- 7 


now giving dealers ex- 


—— Pia =< Back of the Oneida is the world wide reputation of 
ilk Widely dicili dinti Dodge and a dealer co-operation program that will boost 
39 railroads are avail- sales. 

able for handling your 


rush requirements. vy , . : 
Write for further particulars. 


DODGE MANUFACTURING CORPORATION 
General Offices: Mishawaka, Ind. Works: Mishawaka, Ind., and Oneida, N.Y. 


L 


EVERYTHING FOR THE MECHANICAL TRANSMISSION OF 


Branches: New York Philadelphia Pittsburgh Boston Cincinnati Newark Chicago owerL 
Atlanta Minneapolis St. Louis Houston Seattle 








San Francisco 
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Getting the most 
out of truck service 


IN TRUCK CASTERS your customers have two fac- 
tors to consider: (1)Replacement costs; (2) Maintenance 
of transportation schedule. Both are important. 


To meet the severe strains and sudden shocks of factory 
service, Bassick truck casters are made of heavy gauge 
steel. They are lighter and stronger than ordinary 
iron casters. Breakdowns, with consequent delays in 
schedule, are avoided, and replacements are reduced 
to a minimum. 


Bassick truck casters are an attractive line to handle 
because of their widespread use, high quality and 
good profit. 





This is shaft-bearing 
Made in stationary and swivel types both with and truck caster No. 14431 
without thread guard. 


Write for illustrated catalog No. 102M. 


THE BASSICK COMPANY 


Bridgeport, Conn. 


For thirty years the leading makers of high grade casters 
for the home, office, hospital, warehouse and factory. 








REG. U.S. PAT. OFF. 


Steel Truck 
Casters 


ee 
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STANDARD Machines 


for the supply house, belting shop 
and stockroom 








STANDARD Leather Working Machinery simplifies the han- 
dling, manufacture and repair of leather belting. 


Make your belting department more profitable by installing this 
equipment—each appliance sturdily built and embodying the 
most improved design. Other STANDARD machines not illus- 
trated are Roughening Machines, Rotary Cutters, Gang Cutters, 
Power Chopping Machines and Brush Polishing Machines. 


We also make the STANDARD Belt Rods and Clamps—useful 
to every user of leather betling for placing belts on the pulleys. 

















Send for descriptive folder. 


STANDARD LEATHER MACHINERY COMPANY 


; Belt Winding Reel 
130 North Wells St., Chicago 


All sizes, 12 in. to 48 in. Rolls on 
casters. Winds in either direction. 
Clamp holds the roll when winding. 


STANDARD LEATHER MACHINERY CO. 
«2 a 


Sa 


Cutting Knife 


Has 24 in. blade. Can be used to square 
ends of strips. Particularly useful in 
working small sizes. Gives an even, clean 
cut. 





Open Belt Press 


Useful in making small endless 
belts, quick repairs and emerg- 
encies Three sizes. 


Belt Roll Truck 


Handles any roll easily. Has 32 
in. by 38 in. swivel table. Useful 
not only in trucking but in wind- 
ing and unwinding belts. 


Standard Belt Shop Equipment 
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HE automotive engineer gives the world a supposedly new prin- 
ciple for STOPPING automobiles. He has made FRICTION work 
for him. He has multiplied its usefulness by two. 


And yet this principle of multiple brakes is not new. It has been 
employed for years in the very plants that today are heralding the 
development of a new braking system. It has been employed, not in 
the form of 4-wheel brakes but, often, in the form of 40-wheel brakes! 


You can show manufacturers just what braking power plain bear- 
ing transmission equipment imposes in their plants and increase your 
profits by proving to them that it costs more to USE plain bearing 
equipment than to REPLACE with Skayef Self-Aligning Ball Bearing 
Hanger Equipment. 


Send today for your copy of our attractive Jobber-Dealer 
proposition and portfolio showing complete campaign 


HA 


THE SKAYEF BALL BEARING COMPANY . ° ° 








Fes) Ball-Bearing 


ERS 





SKAYEF 
—the 4-Saving Hanger 


Ist Skayef Hangers save from 50 per 

Saving cent upward of the energy whic h 

plain bearings consume in friction. 

This means a saving of 15 to 35 per cent of 
your power cost. 


2nd = Considerable time is saved by eli- 

Saving minating shutdowns for replacing 

or adjusting bearings; forced idle- 

ness of machines and men is a cost-tactor 
too big to be ignored. 


3rd Lubricant consumption reduced 60 
ae A nae coat 4 are 
Saving * 80 per cent as compared with 

plain bearing hangers. Lubricant 
required only at infrequent intervals and it 
cannot leak out and ruin belts or product. 


4th =~ re is He discernible wear of the 

i 1ard steel balls and races and ab- 
Saving solutely no shaft wear. Dust and 
grit cannot enter the bearings and Skayef 
self aligning ball-bearings have the exclusive 
inherent ability of compensating automati- 
cally for shaft deflections. 


Made linder 
ake 


Supervision 
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Transmission Belting 


The conscientious distributor of Belting is always interested in the 
transmission needs of his customers. 


Any given power installation may produce all the energy for which 
it was designed, but 


If the energy cannot be delivered to points of usage in full flow and 
continuously, then 


[here will follow a sharp decrease in machine speed and shrinkage 
in production, which means a costly addition to overhead. 


HEWITT Transmission Belting is made in four brands, each espe- 
cially designed to meet the full requirements of its particular field. 


For Extreme Service HEWITT MONOGRAM 
For Heavy Duty—such as main 

drives HEWITT HEAVY DUTY 
For General Purpose Work HEWITT “TRIPLE H” 


For High Speed Work, as small 
pulleys on woodworking machin- 


ery, motors, blowers, etc. HEWITT LIGHTNING HIGH SPEED 





HEWITT RUBBER COMPANY 


Buffalo New York 






HEWITT 












We have some territory open for Distributors. 


Better write us today. 


Factory and Executive Offices 
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Big Stock of Bearing Metal 
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The BUNTING Bronze Bar Shop 
Assortment includes 5 bars of genuine 
BUNTING Phosphor Bronze in those 
5 sizes which represent over 80 per cent 
of the sales of bearing metal for gen- 
eral shop maintenance. 


With a stock of these BUNTING 
assortments you can meet practically 
every requisition for cored and solid 
bronze bars. You can sell your cus- 
tomer 5 bars instead of one. You 
avoid inactive items and put real 


modern merchandising into this de- 
partment. 


The BUNTING Bronze Bar Shop 
Assortment is packaged in a strong 
wooden box with hinged lid. The box 
is handsomely printed and makes a 
splendid “silent Salesman” when dis- 
played. Hundreds of other sizes of 
cored and solid bars of BUNTING 
Phosphor Bronze always. in_ stock. 


Write for Bar list 9. 


THE BUNTING BRASS & BRONZE COMPANY 


TOLEDO, OHIO 


BRANCHES AND 
VEW YORK CLEVELAND CHICAGO 
"est 54th Clair Ave., N. I 722 S. Michigan 


Circle O844 


) ve 
Main 5991 Wahash 9153 


WAREHOUSES AT 
PHILADELPHIA SAN FRANCISCO 
) Arch Street 198 Se nd Street 


fpruce 40 fJ/ougia 


BOSTON 
§ Oliver 
Main 8488 


Street 





When writing to Advertisers please meution Mitt Supplies 











Illustration shows Detroit 
No. 6 Closing Machine 


DETROIT 


STAGGERED GRIP WIRE HOO vc 


BELT LACIN 
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Saves Money Every Day 


/ 

















Remember you have only to buy one Detroit Belt Lacing machine in 
a lifetime. If anything goes wrong with it, it will be replaced free of 
charge. That is our guarantee to every belt user. Detroit Closing 
machines not only last, they are the most efhcient and most easily 
operated machines for their purpose in existence. 


With One Hand 


Detroit Closing Machines operate with one hand, leaving one hand free 
to hold the belt. Twelve tons pressure is brought to bear upon the 
hooks. This great pressure embeds the hooks perfectly into the belt 
and avoids wear. 


Detroit Parallel Jaws 


The jaws of Detroit Closing Machines are parallel and close straight 
towards each other, embedding the hook points at a 45° angle, giving 
the Detroit Fish Hook Hold, a feature which accounts for Detroit 
Hooks staying put and giving greater service than is possible by any 
other belt lacing. 


“The Lastingest Lace”’ 


No man who knows belts questions the superiority of Detroit wire 
hook, staggered grip belt lacing. It is the fastest, strongest, most flex- 
ible, longest lasting and most economical method of lacing belts in 
existence. Likewise Detroit Closing Machines are unequalled in the 
application of lacing to any kind of belts. 


Write for Bulletin No. 26 
DETROIT BELT LACER COMPANY 


DETROIT, MICHIGAN 


Directory of Sales Offices: 


54 N. 13th St. Philadelphia, Pa Hurt Bldg. Atlanta, Ga. 
827 State Life Bldg. Indianapolis, Ind. 920 7th St. St. Louis, Mo. 
1200 W. 9th St. Cleveland, Ohio 62 Plum St. Cincinnati, Ohio 
549 Washington Blvd. Chicago, Il 739 Pillsbury Ave. St. Paul, Minn. 
16 Hudson St. New York City, N. Y 58 Minna St. San Francisco, Calif. 
78 Prospect St., Prospect Beach, West Haven, Conn, 307 Maritime Bldg. Seattle, Wash. 
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A twelve-inch section of 
Detroit Hooks 
Detroit Hooks can be ap- 
plied by any standard clos- 
ing machine. 
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ARMSTRONG 





Drop Forged Wrenches 


One 
List 


Price 





One 
Finish 


Mr. Dealer!! 


Armstrong Wrenches are appreciated by all mechanics who use 
them because of their great strength, accuracy in machining and 
superior finish. Their single standard finish and single list price 


make them easy to catalog and stock. 


If you don’t have a copy of our new general catalog B-23, 
send for one today. 





304 N. Francisco Ave. 


Armstrong Bros. Tool Co. 
‘‘The Tool Holder People’’ 





Chicago, U. 














Questions 
Frequently Asked 


“Do you publish a list of mill supply dealers in 
the United States, and if so, what is the cost?” 


“We understand that you publish a directory 
containing a list of electrical jobbers. Will you 
kindly give us some information regarding the 
size of the list and the cost?” 

“We are interested in securing a booklet con 
taining a list of the wholesale plumbing supply 
houses in the United States, with proper ad 
dresses. Do you publish such a booklet and if 
such is the case, what is the price?” 

“Do we understand that you publish a list of all 
the machinery dealers in the country? If this 
is correct, let us know if the list is up to date 
and how many names it contains.” 


The above are quotations from letters recently re 
ceived, and similar to letters received almost daily from 
manufacturers who want reliable mailing lists to use 
in their sales work The answer to all the questions 
is that the Sellers’ Guide Section of the Engineering 
Directory contains the lists wanted, that it is issued an- 
nually, and the price is $3.00 a copy. 


In addition to those mentioned, the Directory contains 
lists of wholesale hardware houses, automotive jobbers, 
nanufacturers' agents and factory and mill archi 
tects 


\ limited number of copies of the 1924 edition is 
available 


THE CRAWFORD PUBLISHING CO. 
537 S. Dearborn St., Chicago 











This improvement ends the possibility 
of poor welds when renewing the load 
chains in Ford Triblocs. 


Any handy man can take out the old 


chain 


in a few minutes. 


Made 
JOIN” 


throug 


FORD CHAIN BLOCK COMPANY 
2nd and Diamond Sts. 





Tribioc Chain Hoists 
equipped with our 


‘Creqiow’ Shackle 








and replace it with a new one 


of Drop Forged Steel—*EZEE- 
will prove its dependability 
xh many years of service. 






Send for Bulletin 4G 






Philadelphia, Pa. 
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What Stewart Brons Is 


The first homogeneous mixture of 
copper and lead, combining the strength 
and durability of bronze with the perfect 
bearing quality of babbitt. 


The mixture is absolutely uniform and 
inseparable. Can be melted and remelted 
in ordinary foundry practice without 
danger of segregation. 

Melting point, 1700°F. At 600°F. 
sweats a little lead, lubricating itself. On 
test a 1 15 16-inch shaft was run at 
720 R. P.M. under 660 |b. load without 
lubrication for five hours. Temperature 
reached 1200’ F. without scoring shaft. 
Stewart Brons is the greatest discovery 
in bearing metal in years. 


Outlasting the Best Bronze 


3% Times 


Stewart Brons proves its worth 
in rolling mills — comparable 
records in many other fields 


Evidence continues to pour in from nearly every 
line of industry which proves that Stewart Brons com- 
bines extraordinary durability with perfect bearing 
quality. 

In rerolling rail mills where the highest grade 
bronze obtainable had stood up only two weeks,Stewart 
Brons has lasted seven weeks. In another mill where 
bearings were lasting six weekstothree months,Stewart 
Brons has run for 13 months and is still in service. 

On a locomotive which has a heavy pull, Stewart 
Brons delivered five times the common practice, and 
when the engine was overhauled, the bearings were 
found in such good condition that they were not re- 
placed. Again, a 10 h. p. motor that was unevenly 
laid gave much trouble with one bearing, burning 
out every few weeks. Stewart Brons was put in, has 
run 18 months and is still going. 

These records are being duplicated in every 
line of industry. Stewart Brons will prove its 
worth. Our service and engineering depart- 
ments willarrange tests where conditions warrant. 


Made in 13-inch finished bars, saving 
50% of metal costs 


Stewart Brons is made in four degrees of Brinell hardness 
for all bearing conditions. Our “C” metal is carried in 254 
stock sizes of solid and cored bars, 13-inch lengths, finished 
all over. Giving 12 full inches of bearings from each bar, 
they save fully 50% of ordinary bearing metal costs. 


STEWART MANUFACTURING CORPORATION 


1504-88 Fullerton Avenue Chicago, Illinois 


Or communicate direct with our nearest factory representative 


MR. J. A. KEENAN 
4535 Fullerton Ave. 
Chicago, Ill. 


549-551 W. 52nd Se. 
New York, N.Y. 





MR. A. C. OLFS 
7321 Woodward Ave. 
Detroit, Mich. 
MR. FRANK M. WHITE 
Stewart-Warner Speed. Corp. 





MR. E. P. GRISMER 
1982 E. 66th Street 
Cleveland, Ohio 


MR. C. W. ROOT 
130 Oneida St. 
Milwaukee, Wis. 


MR. L. NELSON 
514 N. Capitol Ave. 
Indianapolis, Ind. 


J. FRANK LANNING CO. 
327 First Ave., Pittsburgh, Pa. 
2022 Avenue B, Birmingham, Ala. 


SBrons 
Bearing Metal 


The Perfect Metal for Bearings 
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UNITED STATES 
Portable Electric 


DRILLS 


The Good Mechanic Knows! 


























Yours 
for the Asking— 


This attractive Display Board 


It completely charts in a simple way the styles 
and sizes of Bristol’s Patent Steel Belt Lacing 
together with the kind and size of belt for 
which they are best adapted. 











Easier to refer to than bulletins, which are so 
often misplaced. 


With this material before your salesmen and 
stockmen you will be able to render real serv- 
ice to your customers. 


This Sample Board will be sent at your request 
without charge or obligation on your part. 








FOR ALL 
KINDS OF BELTS 








meseaae "7, Bele] & =f Gf [mm] fp fron 

1] a] a - Wy - pes an 
Known value l:| = | C fe-| of tem 
! 1% nor £ BETWEEN NOT MADE BETWEEN jae fn 


SIZES NOS 10 AND 11 p Naiter 








is easy to sell! | | (RE) 2 =| | oc 





Good mechanics everywhere know the value of thal 


U. S. Portable Electric Drills as a result of demon- = nr = 
strated unfailing performance in their own hands. ‘ ; 
Wherever good portable electric drilling equipment 
is the topic of conversation, U. S. Portable Electric 
Drills cannot fail to be mentioned. Cash in on lf 
U. S. Portable Electric Drill popularity, there are cS anaem pron 
many portable electric drill prospects in your vicin- ‘ 
ity. 

With our new low prices you can offer those pros- 
| pects the greatest portable electric drill value ever 
offered for their money. 
| 

| 

| 
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Write for catalog 21-P and new prices, also ask for 
a copy of our new HANDBOOK OF PORTABLE | 
ELECTRIC DRILL PRACTICE. i}| 
A sales stimulator that we believe is the best thing 
that has ever been offered by a portable electric 
drill manufacturer. 


%he UNITED STATES 


ELECTRICAL TOOL CO | 
CINCINNATI, OHIO, | 



































THE BRISTOL COMPANY 
Waterbury, Conn. 
















































When writing to Advertisers please mention Mitt Suppties. 
































LL, QUPPLIES 











“PIONEER” 
STEEL SHAFT HANGER 


“STANDCO” : — “STANDOCO"” 
. eae : 39 HEAVY RIGID PILLOW 
LING emg BLOCK 









“STANDCO” RIGID 
RING OLFLING PILIOW 
BLOCK 





“STANDCO” 
CLAMP COUPLING 








“STANDCO” 

CLAMP OR FLAT BOX 
“STANDCO” - 

PLATE COUPLING / 





“STANDCO” 
RING OLFLING POST BOX 





“STANDCO’ 


PLAIN POST BOXES 





WE ARE ASKED, 


“Why is it that your line of goods is carried by the most successful 
mill supply houses throughout the land?” 


It is because the most successful supply houses have the 
vision to grasp a line of goods that is the most modern on the 








market—a line that is in itself eminently successful. “SPANDCO” SOCKET 
HEAD CAP SCREW 
“PIONEER” “STANDCO” “HALLOWELL” “SPANDCO” 
STEEL POST HANGED SPLIT COLLAR STEEL COLLAR HOLLOW SET SCREW 


“HALLOWELL” 
STEEL BENCH LEG 








<> 












Standard Pressed Steel Co. 


Jenkintown, Pa. 
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Ball Bearing 


fp TRUCK CASTERS 
Less Friction Less Labor Longer Life 


There’s no question about the real value of 
Bond Ball Bearing Truck Casters to all truck 
users. And ordinarily it takes only one trial 
to make a factory manager specify “Bond” on 
all his future caster orders. 












BOND Triple 
Ball Race 
Caster, built 
for heavy 
duty, with 
automatie 
oiling wheel. 


One great advantage to the dealer of the Bond 
line of truck casters is its completeness. Re- 
quirements of truck users have been studied 
and met, and new types are being added—the 
latest being the Triple Ball Race caster for 
heavy duty, shown in illustration. 


Add Bond Casters to your stock now and 
watch the demand for them grow among the 
industries in your territory. Catalog will be 
sent you upon request. 


BOND FOUNDRY & MACHINE COMPANY 


Manheim, Lancaster Co., Pa. 


Chicago—Reeves-Bond Sales Co., Clinton and Monroe = Sts, 
New York—Bond Foundry & Machine Co., 173 Lafayette st. 


t M Blu k for the nearest nd distri 























Exclusive Features 
of P-B Speed 


Reducers Insure 
Repeat Orders 


ol tl i ness. Once a mill or factory installs a Palmer- 
Pat. 6-10-24. Other Patents Pending. Bee unit repeat orders will follow because the 
users find them dependable. 














Every major feature of Palmer-Bee Speed 


Reducer design is an exclusive feature. These Let us help you build up this trade. In open 
exclusive features make a big appeal to practical territories we have an attractive offer for repu- 
operating men. table dealers. Write for particulars and ask 


: ' for Bulletin 282 
You cannot serve the users of reduction units 


better than by recommending Palmer-Bee Speed 


Reducers. Each new installation means a sub- PALMER-BEE COMPANY 
stantial and permanent addition to your busi- DETROIT, MICHIGAN 











Palmer-Bee Speed Reducers 














TRAOE MARK 
REG. U.S. PAT. OF FICE 
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Even SKF Trusts Its Grindin3 to Dumores 





HE photograph above shows a Dumore 

No. 2—-AG grinder in action in the tool 

room of the Hess-Bright Mfg. Co., sub- 
sidiary of SKF Industries, Inc. Here again Du- 
more grinders have been approved by an inter- 
nationally famous institution; another convinc- 
ing proof of their ability to perform reliably and 
efficiently regardless of how exacting or how 
difficult the requirements may be. 


The same features that make Dumore grinders 
worthy of the trust of such a world prominent 
concern as SKF Industries, will be equally valued 
by many manufacturers right in your territory. 


Comprising six styles and sizes—with individual 
speed ranges—the Dumore line enables you to 
supply a grinder with the correct cutting speed 


for any grinding need. Dynamically balanced 
armatures and smooth operation of Dumore 
Ability to 
operate on alternating or direct current assures 
100°, utility of these tools even in shops supplied 
with two varieties of power current. Portable, 
saving the 
cost of tearing down expensive set-ups. 


grinder motors eliminate vibration. 


they can be easily taken to the job 


If you can sell maintenance of grinding limits as 
close as .0001, without taper, bell-mouth or chat- 
ter-marks; if greater production and lowered 
labor cost ‘have.a market in your territory, Du- 
more grinders offer you a real opportunity to 
Why not get the details 
The handy 


increase your business. 
of our liberal jobbers’ agreement? 
coupon will bring the story! 


Wisconsin Electric Co., 46 Sixteenth Street, Racine, Wis. 








The Dumore No. 2-AG grinder is adaptable to 
general tool room use. Motor 
motor spindle 


1, H.P. Speed of 
10,000 r.p.m. Speed of internal 











wisconsin ELECTRIC COMPANY 


46 Sixteenth St., Racine, Wis. 
! Quote jobbers’ discounts and give complete details of 
§ Dumore jobbers’ agreement. 


spindle —30,000 r.p.m. Reach of motor spindle 
2's". Self-aligning ball bearings. Furnished | Name an aoe 
complete with set of seven grinding wheels, Maceo 
canvas belt, wheel-guard and cutting grinding ——__—__—_——— 
rest, cross-feed lever, 10’ cord, switch and plug. No. 2 1 City State 
AG Grinder i a ac ead cae aaa nla le NO? al 
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Saws 


When tests are decided solely 
on merit. Victor wins. 


VICTOR SAW WORKS 
MIDDLETOWN, N. Y. 


AVOID HACK SAW TROUBLE. WRITE FOR BOOKLET, 




















For cleaning and polishing 
there is nothing better than 
FIDELITY BRANDS 


Fifty-three Years of sin- 


DELIpy. cere effort to furnish 
> ~~) 


naar EPAS Mann the highest quality of 
SM Ha Ww material and service to 


paseo the Mill Supply Trade. 





We solicit your inquiries for Cotton Wiping 
Waste, Journal Box Packing, Wiping Rags, 
Cheese Cloth, Prepared Wool and Grease. 






The J. Milton Hagy Waste Works 


Fidelity Mills 


Philadelphia, U. S. A. 

















rotary | INSURE THE 
OIL and AIR SUCCESS 
Pumping Motor of ro 

Units | OIL BURNER 

cos Ss | EQUIPMENT 
SELF DON 'T 
rgameaaas EXPERIMENT 
PRIMING BUY 


Coupled and belted 


models for large or EXPERIENCE 
small installations. 











This picture shows 
the inside of the air 
pump. The curved 
wings scoop up the 
air and force it to 
the burner in a 
steady, even stream. 
Our oil pump—made 
in combination with 
this air pump—¥is 
equally unique in 
construction — a 
most powerful, eff- 
cient combination— 
nothing to renew 
through wear. 





The air pumps, without tips on the wings, 
without springs or cams take up their own 
wear by the action of centrifugal force—and 
the oil pump—a design that is simple, posi- 
tive and unique. 


NOISELESS—NO PULSATION 
SIMPLE—STRONG AND RUGGED 


many other valuable features—we also have 
Automatic Controls for oil, air, gas and pilot 
light. 


Get the catalog. 


LEIMAN BROS. 


60 LISPENARD ST., NEW YORK 


Makers of good machinery for 35 years. 
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Everything in Line Shafting Equipment 


Medart probably still is the the only industry produc- 
ing—in one plant—a line of mechanical power trans- 
mission machinery in its entirety. In this large plant 
is produced Turned and Polished Steel Shafting, 
Couplings, Hangers, Bearings, Friction Clutches, five 
types of Pulleys, Gearing and kindred appliances of 
every description. 


STANDARDIZE AND ECONOMIZE—use Medart line- 
shafting equipment exclusively and get the full benefit of con- 
centrated buying, prompt and accurate service and prices that 
are uniformly satisfactory. Served by 26 railroads out of St. 
Louis, we can offer quick, dependable deliveries to industry 
everywhere. 


Get Catalog 43 and Discount Sheet 


Send for Medart Catalog No. 43 and prevailing discount sheet. 
Learn how satisfactory it is to buy the Medart way, or submit 
your specifications for engineer’s estimate, no obligation. 


THE MEDART COMPANY 


General Offices and Works: St. Louis, U. S. A. 


or ind) War i Cir ‘ Ottice ( lelphia, Pittshburch and«New ¥ 






Established 1879 





























Cast-iron Pulley. Sizes Couplin 
range from 4%-in shait 
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ment. elf-lubricating. 





Male and Female Flange Gearing. Whatever 
a. Vressed 4 Double-brace, ring-oiling, pair mtg can sup- 

50 ronda and faced to fou: -way adjustment, ply them. "Gears eut up 

jiameter, and up to insure accurate align- Grep Byes at Heavy, to 72-in, diameter. 


Dp: 
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The NEW No. 0. 


A 


Baby 





Clipper Belt Lacer 


within the reach of every buyer 





Manufactured by 


Clipper Belt Lacer Company 
Grand Rapids, Michigan 


Anyone can lace a belt with the 




















KESTER SOLDER 


Self-Fluxing 


VIRGIN TIN KLEAD ay 








(Underwriters’ Laboratories Inspected) 


“Requires Only Heat” 


























For Safety’s Sake 


EPAIRING safety goggles with 
Kester Solder is safe practice be- 
cause Kester is a safe solder. 


The scientific non-corrosive flux con- 
tained in tiny pockets inside itself, is 
Underwriters’ Laboratories inspected. 
This flux flows to the job according to 
the amount of solder used, no sur- 
plus remaining after the job is finished. 
Use Kester anywhere and make cer- 
tain your finished job will last. 


That feature is important in this field, 
where solder is called upon for vari- 
ous classes of work. Whenever there’s 
need for a safe solder and flux, use 
Kester — it combines both and requires 
only heat. 
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Kester Acid-Core Solder for general use in 1 lb. cartons; 1, 
5 and 10 lb. spools. Small package Acid-Core Solder, Kester 
Metal Mender for autoist, householder, etc. For delicate 
radio and electrical work — Kester Rosin-Core Solder. 
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— Manufactured by the 


CHICAGO SOLDER COMPANY 


4215 Wrightwood Ave. 
CHICAGO, U.S.A. 
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‘|\!| Quality Fact 
About Belti 
. A New Series 
based on the thorough- 
going value of QUALITY 
as a business-getting fac- 
) tor— 
these facts are being pub- 
lished as part of our co- 
operative sales-plan for 
Educating the buyer beaks, seen JObbers, who are inter- 
and greater proft ro the jooder by Sted in handling Quality 
Secagnciien catenin, Bilin a0- 
res: 1 ara this hg the jobber. products. 
Mill Supply Jobbers interested in the details of our co-opera- 
tive sales plan can secure them by sending in the coupon. 
Sk i ee eh sn et 
LTIN 5 agale outline for us your jobber’s co-operative sales 
| Name 
chasst Tanners fDi 
Belt Manufacturers 
Main Office and Factory Belting Now Handled 
42 Ferry Street, NEW YORK, U. S. A. 
_ Branches and Distributors in All Leading Cities Date Signed by 
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A Clipper Belt Lacer 


within the reach of every buyer 


Manufactured by 


Clipper Belt Lacer Company 


Grand Rapids, Michigan 


Anyone can lace a belt with the 























KESTER SOLDER 


Self-Fluxing 






VIRGIN TIN GLEAD ao 








(Underwriters’ Laboratories Inspected) 


“Requires Only Heat” 























For Safety’s Sake 


EPAIRING safety goggles with 
Kester Solder is safe practice be- 
cause Kester is a safe solder. 


The scientific non-corrosive flux con- 
tained in tiny pockets inside itself, is 
Underwriters’ Laboratories inspected. 
This flux flows to the job according to 
the amount of solder used, no sur- 
plus remaining after the job is finished. 
Use Kester anywhere and make cer- 
tain your finished job will last. 


That feature is important in this field, 
where solder is called upon for vari- 
ous classes of work. Whenever there’s 
need for a safe solder and flux, use 
Kester — it combines both and requires 
only heat. 


= 
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Kester Acid-Core Solder for general use in 1 lb. cartons; 1, 

5 and 10 lb. spools. Small package Acid-Core Solder, Kester 

Metal Mender for autoist, householder, etc. For delicate 

radio and electrical work — Kester Rosin-Core Solder. 
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“sxx” Manufactured by the 


CHICAGO SOLDER COMPANY 











4215 Wrightwood Ave. 
CHICAGO, U.S.A. 
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Hla, QUPPLEES 





Quality Facts 
About Belting 





Educating the buyer breaks down 
sales resistance for the jobber, 
means more sales with less effort 
and greater profit to the jobber by 
producing leads or inquiries from 
prospective customers. Schieren ad- 
vertising does this for the jobber. 


A New Series 


based on the thorough- 
going value of QUALITY 
as a business-getting fac- 
tor— 


these facts are being pub- 
lished as part of our co- 
operative sales-plan for 
jobbers who are inter- 
ested in handling Quality 
products. 


Mill Supply Jobbers interested in the details of our co-opera- 
tive sales plan can secure them by sending in the coupon. 


hast Tanners 
Belt Manufacturers 


Main Office and Factory 
42 Ferry Street, NEW YORK, U. S. A. 
Branches and Distributors in All Leading Cities 





Gentlemen: Kindly outline for us your jobber’s co-operative sales 
plan for belting. 


Name 
Address 
Belting Now Handled 


Date Signed by 
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MEECO COOLERS 


Industry's First Choice 


Meeco Coolers are backed by twenty 
years’ experience in design and manu-¢ 
facture. That is one of the reasons why 
8,000 factories in over 200 lines of in- 
dustry use them as standard equipment. 
MEECO Coolers em- 
body many superior 
and exclusive features 
which are described in 
our complete catalog. 
There are 14 types of 
MEECO Sanitary 
Drinking Fountains — 
both plain and _ice- 
cooled—for every re- 
quirement and for 
year-round use. 


J OBBERS 
WANTED 


Write today for our attrac- 
tive proposition covering 
our complete line of factory 
equipment, 



































Liberal Discounts and . 
Protected Territory Fig. 629 
Slant ——- 

Bubbler anc 

Mfg. wenauang & Engineering Co. Guard Bowl 

Irigin rs and World's Laraest 

Maton ea led Drinking 
} unteins 


Framingham, Mass. 











IMPORTANT — When writing, 
state territory wanted. Territory 
assigned will be protected. 


Saginaw, Mich. 


For Jobbers Only 


A New Boiler Treatment 


A New Boiler Treatment, that acts Ten Point 
chemically on the boiler metal to remove Guarantee 
old scale and prevent new scale, a prod- 

: : 1. Removes old 
uct of many years experience with a oxate. 
positive guarantee, is now offered to the 2. Prevents new 
supply trade. It is scale. 

3. om oil 
4 M4 and grease. 
Boiler Energine «eee aes 
The 100‘, Boiler Treatment leaks. 
5. Harmless to 
We know that most boiler compounds boiler metal. 
are poor selling propositions for jobbers. 6. Does not 
But Boiler Energine is not a boiler water ee 
compound. It does not eat up scale and . oe 
leave something in its place. It brings the steam. 
it down in its solid form, without inter- 8. Increases boil- 
fering with circulation, or affecting pack- er life and 
ing or the purity of the steam. No efficiency. 
water analysis necessary. Your sales- 9. —— will not 
men can make it pay their entire ex- oe 
pense. Every smokestack represents a . ew 
customer. Sold only through jobbers. protection. 


COLUMBIA CHEMICAL COMPANY 























Better Built Bearing Bronze Bars 


is selling that starts something for those MILL AND MACHINERY SUPPLY DISTRIBU- 


TORS who want a fair profit and absolute satisfaction in bronze bars. 


A complete range of sizes carried in stock at 
tifically alloyed and rigidly inspected. 


{ limited territory is ¢ 
THE HOME 


TRADE 


Brass — Bronze Founders 
Finishers Since 1900 
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ste = =" We Wearing Brome 250 


all times (chart upon request). 


»pen for exclusive sales rights. 
OF QUALITY BRONZES 


MARK 


Cleveland, Ohio 





All bars are scien- 


The Buckeye Brass & Mfg. Co. 



















Kegistered 
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The CHICAGO Line 


Power Transmitting Appliances 


Every Appliance Necessary to Transmit Power 





Ball Bearing Hanger Box 


This is the Hanger Box guaranteed to operate at a 
minimum power cost. Heavy duty construction. De- 
signed to fit any hanger frame in general use. Easily 
installed and requires only a small amount of lubricant 


two or three times a year. A fast selling specialty. Every 
factory interested. 


This is only one of many CHICAGO LINE Special- 
ties. Are you handling up-to-date equipment, enjoying 
the profits of CHICAGO LINE Dealers? 


Send for Dealer's Proposition—It will interest you. 


Chicago Pulley & Shafting Co. 


Main Office: 
17 N. Desplaines St. 
Chicago, Ill. 


Factory: 
Menomonee Falls, 


Wisconsin 
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ANILL QUPPLUES 






























No more 
=~, leak here — 


COBBS 


igh Pressure 


i, PACKING 
is on the Jo 

















Raney Engineer who puts in Cobbs 

Packing knows that he will have 
no further trouble with leaking pistons. and stays on the job. That is why 
It makes them leak-proof every time Power Plant Men swear by Cobbs 


Packing. They are sure of safe, un- 
interrupted plant operation. 


Cobbs is a product of years of study— 
built especially for hard work. It has 
a rubber core that remains elastic, pro- 
tected by multiple plies of duck over 
which is applied a braided asbestos 
cover. The lubricant makes for smooth, 
free running of the piston. 





STYLE 102 STYLE 203 


Carried in stock at all our branches 
in sizes from /4” up in spiral form, 
carefully packed in dust-proof con- 
tainers. Supplied also tn rings accu- 
ROUND—STYLE 2 SQUARE—STYLE 3 rately cut to size, 








a NEW YORK BELTING & PACKING CO pen 


Chicago San Francisco 
Philadelphia HIGH GRADE RUBBER GOODS FOR MECHANICAL PURPOSES 
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The “STEP” 


EveER since shovels have been used, millions of men, 
the world over, have been pushing them into the 
ground with their feet. They have been wearing 
out their shoes—and in many cases getting sore feet 
—from continual pressure on the sharp edge. But 
no one thought to correct this condition until Wood 
invented the “step”’ shovel. 


This ‘“‘step,”” or turned over edge, has achieved a 
double purpose. Not only is the shovel easier on the 
men’s feet and shoes—not only does it give better 
leverage—but it adds materially to the strength of 
the blade. 


There are now more than 100,000 Wood’s Mo-/yb- 
den-um Step Shovels in use—and not a single case of 
a broken blade. The men who are using them are 
enthusiastic— and acclaim this invention as the great- 
est shovel improvement in years. 


The Wood’s Mo-/lyb-den-um Steel Shovel has at- 
tained a standard of high quality which places it in 
a class by itself. It will outwear any other shovel 
made, from two to six times. This has been proved 
by actual tests. Large contractors who have adopted 
these shovels have cut their shovel bills in half. 
Write to-day for folder showing their application to 
all your needs. 


THE WOOD SHOVEL & TOOL COMPANY 
Piqua, Ohio, U.S. A. 


Wood's roy 





that has revolutionized shovels ,,..,.. 2%" 


o-lyb-den-um Steel Shovels 


Atlanta, Ga., J. M. Tull Rubber & Supply Co 
Baltimore, Md., Codd Tank & Specialty Co 
Bessemer, Ala., Long-Lewis Hardware Co. 
Bluefield, W. Va., Bluefield Supply Co. 

Boston, Mass., Hedge & Mattheis Company 
Boston, Mass., Sherburne & Company 

Buffalo, N. Y., Beals, McCarthy & Rogers 
Charlotte, N. C., Smith-Wadsworth Hardware Co. 
Charleston, W. Va., Lowenstein & Son 
Chattanooga, Tenn., James Supply Co 

Chicago, Il., Barrett-Christie Company 
Cincinnati, Ohio, Wm. T. Johnston Company 
Cleveland, Ohio, W. M. Pattison Supply Co. 
Columbus, Ohio, Dreher Supply Company 
Dallas, Texas, Briggs-Weaver Machinery Co 
Danville, Illinois, Thos. Conron Hardware Co 
Davenport, Iowa, Louis Hanssen’s Sons 

Dayton, Ohio, M. D. Larkin Company 

Des Moines, Iowa, Iowa Machinery & Supply Co 
Detroit, Mich., T. B. Rayl Company 

Duluth, Minn., Marshall-Wells Company 
Evansville, Ind., Evansville Supply Company 
Fort Wayne, Ind., Fort Wayne Oil & Supply Co 
Houston, Texas, F. W. Heitmann Company 
Huntington, W. Va., Emmons-Hawkins Company 
Indianapolis, Ind., W. J. Holliday & Company 
Jacksonville, Fla., Cameron & Barkley Company 
Knoxville, Tenn., Tennessee Mill & Mine Supply Co 
Los Angeles, Calif., Brown-Bevis Company 
Macon, Ga., J. S. Schofield’s Sons 

Miami, Fla., F. T. Budge Company 
Montgomery, Ala., Alabama Machinery & Supply Co 
New Orleans, La., A. Baldwin & Company 
New Orleans, La., Clyde Company 


New York City, N. Y., Manning, Maxwell & Moore, Inc 


Norfolk, Va., Empire Machinery & Supply Corp 
Oklahoma City, Okla., Oklahoma Hardware Company 
Omaha, Nebr., James Morton & Sons Co 

Pittsburgh, Pa., Frick & Lindsay Company 

Portland, Oregon, Road Builders’ Equipment Co 
Richmond, Va., James McGraw, Inc. 

Rochester, N. Y., Sidney B. Roby Company 
Rockford, Illinois, Swords Brothers Company 
Saginaw, Mich., Morley Bros. 

Salt Lake City, Utah, Salt Lake Hardware Company 
San Antonio, Texas, Alamo Iron Works 

San Francisco, Calif., Baker, Hamilton & Pacific Co 
San Francisco, Calif., Dunham, Carrigan & Hayden Co 
Seattle, Washington, Schwabacher Hardware Co 


Spokane, Washington, Holley-Mason Hardware Company 


Syracuse, N. Y., Burhans & Black, Inc 
Tampa, Fla., Cameron & Barkley Co. 
Toledo, Ohio, Bostwick-Braun Co 

Wheeling, W. Va., Greer & Laing 
Youngstown, Ohio, Stambaugh-Thompson Co 


b-den-um, Shove 
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This 


or all of them 
selling. 


WALWORTH 


BRASS GATE 


The Walworth line of brass gate valves has been 
designed to cover every requirement ordinarily” ~ 
met with in steam and water installations. 


completeness is 





typical 


VALVES 









































of Walworth’s 
many other lines of valves in other metals and 
for other services. 


You can depend on any line of Walworth items 


to sell, stay sold and keep on 


“FEDERAL” 








\ brass gate valve that 
is “good almost’ any- 
where” WV edge Gate 
type Non-Rising Stem 
with Gland. 








For 125 Pounds 


Walworth International Co., 














WALWORTH MANUFACTURING CO, 


New York, 





Can be repacked un- 
der pressure when 
fully open. Furnished 
with ventilated hand 
wheel. 








Steam Pressure 


Boston, Mass. 


ob 





Foreign Representative 
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At the Peak 
of Pipe 
Progress 


The Recognized 
Standard of 
Wrought Pipe 
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Uniform in chemical and physical properties. 


(iives clean, strong 
threads. Sizes under 


t-inch “Spellerized” to resist 
made by welding-scale removing: process. 
Made in forty-foot lengths im certain sizes 





COrrosion. 
Butt-weld sizes » to 3” 


Furnished with any 
tvpe ol joint Or plain end tor couplings or welding. 


Various pro 
tective coatings can be applied. 


every leneth Inspected and tested, 
and a kind, size and thickness for practically any purpose. Ask for 


“NATIONAL” Bulletin No. 1 
“NATIONAL” Pipe. 


NATIONAL TUBE COMPANY, PITTSBURGH, PA. 


General Sales Offices: Frick 


Characteristics and \dvantages ot} 











Suilding 
DISTRICT SALES OFFICES 
Atlanta Boston Chicago Denver Detroit New Orleans New York Salt lake City Philadelphia Pittsburgh St. Louis St. Paul 
PACIFIC COAST REPRESENTATIVES: U.S. Steel Products Company San Francisco Los Angeles Portland Seattle 
EXPORT REPRESENTATIVES: U.S. Steel Products « ompany 


New York Citv 

















—: x 





When writing to Advertisers please mention Mitt SuPrpiies. 








AT? Tacs 











LIMESTONE 
Wood Split Pulleys 


Immediate shipment 
of stock and special 
sizes 





THE OHIO VALLEY PULLEY WORKS, Inc. 
MAYSVILLE, KY., U. S. A. 























Especially 
The White 
Star Valve 


ARE DEPENDABLE 


FOR SERVICE AND DURABILITY 





WHITE STAR GLOBE VALVE 


Steam Working Pressure up to 200 pounds 
I:xtra Heavy for Steam Working Pressure up to 300 pounds 







Regrinding and Renewable Seat, Regrindable 
~ ~ >» 





on Renewable Dise, Cast of Non-Corrosive 


“POWELLIUM NICKEL” 
Specify POWELL “WHITE STAR” VALVES 


The Wm. Powell Co. poi 


— tive 
Fig. 102 CINCINNATI, O. 


Slip 








Circulars 
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STUDY THIS ADVICE 

Just as one mill supply distributor may learn 
something of advantage by studying the methods of 
another distributor, so may the mill supply industry 
as a whole at times profit by advice intended for 
another line of business. Advice of this variety was 
recently given to the members of the National Retail 
Dry Goods Association, and because it is very appli- 
cable to the mill supply business at this time, it will 
be well for distributors to consider it. 

The man who offered the words of wisdom is one 
of the most prominent department store men in this 
country. He was addressing the members of the 
association during an annual convention § session. 
His address in substance said: ‘A hand to mouth 
policy of buying is profitable at this time, but when 


merchant uses it to cover a ‘do-nothing’ policy, the 
profits are nothing net.” 
Klaborating on the theme, this prominent mer- 


chant 
balaneed stocks, 


stated that while all are constantly seeking 
“an excess supply of overalls should 
not block the purchase of a needed undervest.” He 


furthermore cautioned that “merchants who are 
determined to put all the energy they have into 
aggressive selling this fall must make reasonable 


are the 
what 


Frequent market trips 
business, and will make 


preparations now. 
great aid to better 


promises to be a successful fall better and 
busier.” 

We believe that it is time that mill supply houses 
began to put their stocks in order for the fall season. 
very indication points to a revival of business after 
the summer slump. Only the most pessimistic 
decline to believe that there is going to be a erand 
recovery. Those mill supply distributors who expect 
to enter into an aggressive selling campaign must, 
to use the words of the merchant in question, “make 
reasonable preparations now.” 

Stocks generally in the hands of distributors are 
not large, nor have manufacturers generally been 
loading up their warehouses. With the revival of 
business, therefore, and the consequent increase in 
demand for mill supplies of all kinds, distributors 
are going to enter into competition with one another 
for rush deliveries. With factories going again at 
top speed, “service” is going to come back into its 
own, and the mill supply house which can furnish 
the goods when needed is the one which will get the 


even 


business. 

We have in the past cautioned distributors against 
overstocking as was done in that historic period of 
inflation following the close of the war. It was 
never our intention, however, have this advice 
misunderstood as meaning that, to paraphrase the 
merchant’s advice, ‘an excess stock of bolts should 
block the purchase of a needed pulley.’ 


’ 





THERE IS A DISTRIBUTOR’S SIDE 


Alvin M. Smith, secretary-treasurer of the South- 
ern Supply and Machinery Dealers’ Association, in 
his usual frank manner has jumped to the defense 
of mill supply distributors against the accusations of 
manufacturers who would attribute to the distribu- 
tors all of the ills that beset the business. 

It would seem from Mr. Smith’s statement, which 
appears elsewhere in this issué, that there are some 
manufacturers who do business in a manner which 
leaves the path wide open for distributors to do 


things that seem to be contrary to the highest 
type of merchandising. In such cases, it is proper 
and fitting that the manufacturers put their own 


houses in order before they ask distributors to do 
likewise. 
In a recent address before the National 


tion of Manufacturers, one of the leading executives 


Assocla- 
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of a great industrial organization stated: “Every 
business has a purpose and should be governed by 
principles and policies through the operation of 
which it is expected to secure maximum results.” 

We subscribe to this reasoning, and believe that 
the purpose of the mill supply house is to economi- 
cally distribute the products of mill supply manufac- 
turers to the industries using them, with a just 
compensation to both manufacturers and distribu- 
tors, and we furthermore believe that the business 
should be governed by principles and policies that 
will secure maximum results. 

Manufacturers who do not govern their dealings 
with principles and policies that are fair to their 
distributors, will not secure maximum results, and 
the manufacturer who plays one distributor against 
another with a price bait, may perhaps catch a 
sucker, but he will disturb the entire school of choice 
fishes and in the end may ruin his 
grounds. 

The mill supply industry is peculiarly one in which 
cooperative effort plays a maximum part. More 
than in most merchandising businesses, there is need 
of a family arrangement between the manufacturer 
and distributor, for the latter is peculiarly a part 
of the sales organization of the former. It would 
not be good business for a company to hire a sales- 
man for a territory, and then go into competition 
in that same territory with this salesman. Yet there 
are many mill supply manufacturers who solicit the 
business of the mill supply house, and then go into 
competition with the house with which they have 
made satisfactory arrangements. 


own fishing 


It would not be considered good business to give a 
company salesman a list of prices, and then send out 
literature to his customers and prospects offering 
them reduced prices. Yet when a manufacturer gives 
one distributor a price on products, and then gives 
another distributor who sells in the same territory 
a lower price, he is causing just the same confusion 
and disturbance in the trade as the company which 
double-crosses its salesman. 

It is a pleasure to note that Mr. Smith agrees with 
the editorial stand of MILL SUPPLIES in the matter 
of the price-cutting evil, and to agree with him that 
the only way to correct the errors of judgment is to 
continue the campaign of education. When manu- 
facturers come to a realization that distributors are 
“a part of their own business family, and that as 
such thev should be treated with all the fairness of a 
father and son arrangement, and when the distribu- 
the other hand, realize that they are in 
business to make an honest living. and that the cut 
man or later fails to make a 
decent living of any kind, then indeed will the mill 
supply business come into its own. 


tors, on 


price business sooner 





IT IS ALL GOOD NEWS 
The other day we received two interesting bulle- 
tins, one relating to industrial news in North Caro- 
lina, the other containing similar information about 
the grand old commonwealth of Massachusetts. The 
former glowed with reports of the rapid growth of 
manufacturing establishments in the Piedmont sec- 






tion; the latter, while admitting that New England 
is no longer industrially supreme, attests to the 
improvements that are being made in existing indus- 
tries and the amount of money being spent in indus- 
trial extensions in the Bay State. 

Studying these reports, we find that in 1909 there 
in North Carolina only 22 establishments 
which manufactured products valued at $1,000,000 
or over, while in 1919 there were 144 such establish- 
ments. In 1909 there were 4,931 manufacturing 
establishments of all classes in the state, with prod- 
ucts valued at $216,656,055, while in 1919 there were 
5,999 establishments with products valued at $943,- 
807,949. 

Let us now turn to the Massachusetts report. In 
it we find that last vear there were plant extensions 
in 92 cities and towns in that state, and that these 
extensions cost in the aggregate approximately 
$19,250,849 for buildings and machinery, that they 
provided 3,775,755 additional square feet of floor 
space, and made necessary the employment of 8,415 
additional wage-earners. 

These are both interesting reports from the mill 
supply man’s viewpoint. On the one hand, they 
indicate that new industrial sections are expanding 
rapidly, opening up great markets for the sale of all 
products which are necessary for the operation and 
maintenance of mills and factories. On the other 
hand, they prove that the development of these new 
industrial centers is not causing the old kingdoms 
of industry to fall in decay. Rather, it is making 
them build up their battlements and improve their 
present positions. 


were 


The last two decades have witnessed some remark- 
able changes in the industrial map of the United 
States, and there is nothing to indicate that further 
changes will not be forthcoming in the succeeding 
two decades. The great power projects that are 
even now being planned and executed, the vast road 
building programs which are still being carried out 
throughout the country, the continued improvement 
in modern machinery, the more widespread abund- 
ance of capital than in the old days of concentration 
in Eastern centers, each and all of these are bound 
to have an influence that will bring radical develop- 
ments in industrial life. 

According to estimates, the population of the 
United States totaled 112,826,000 on January 1, 
1921, a gain of 1,943,000 in a single year.  Else- 
where it has been estimated that even the normal 
growth of our population, without counting any 
increases from immigration, would give us a total 
of 150,000,000 people by 1950. It is reported also 
on good authority that with intensive cultivation 
this country can support a population of 300,000,000 
people. 

It would take a lot of imagination to picture the 
mil! supply industry of this country as facing a fall. 

father it would appear that as manufacturing enter- 
prises spread out, as they surely will do as popula- 
tion increases and general conditions change, there 
will be an even greater demand for the services of 
the mill supply distributors. Meantime, it is a 
source of satisfaction to realize that the older indus- 
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trial communities, although they may slip from their 
position of supremacy, nevertheless will keep on 
improving their plants, equipment and products. 





WHEN ECONOMIC LAWS WORK 

Only a little more than a fortnight ago, the daily 
newspapers of this country flashed the good news 
that practically a billion dollars have been added to 
the agricultural wealth of the United States as the 
result of a sensational advance in grain values in a 
little more than a month. There has been, we are 
told, no such revival in the grain trade for years in 
so short a time. 

“Immediate reflection of this new purchasing 
power has also been seen in those industries that 
depend on the agricultural population for their busi- 
ness,’ concluded the news dispatches on the subject. 
Certain it is that this unexpected turn for the better 
in the fortunes of the great agricultural sections of 
the United States will react to the benefit of indus- 
tries in general, which means a revival of mill sup- 
ply activity. 

This news certainly is good cause for rejoicing 
among mill supply manufacturers and distributors 
because the farmers’ plight was really the bad spot 
in an otherwise optimistic forecast for the near 
future. There is, however, another angle to this 
story, the fact that the sensational advance in prices 
was due to the shortage of the crops. We cite this 
as important because it is another testimonial to the 
unyielding majesty of the law of supply and demand. 

During the past two years the country has been 
beset by the cries of those who would “help the 
farmers” by giving federal aid. Economists have 
time and again pointed out that class legislation of 
this variety could not cure economic ills. It was 
pointed out by students of the subject that it was a 
shortsighted policy on the part of farmers to put 
all their eggs in one basket. Diversification must 
be practiced. Too much land given over to wheat 
meant an overabundance of this crop when the 
harvest was a good one, and too much wheat meant 
low prices for all of it. 

This theory has been upheld by the practical work- 
ings of the law during the past month. Farmers 
who two months ago found their staple crops bring- 
ing less than cost prices suddenly have found these 
crops commanding an advance of from 25 per cent 
to nearly 60 per cent. By what stretching of the 
imagination could federal legislation have advanced 
the price of wheat and corn and other farm products 
in so short a time, and with such real benefits to the 
farmers? 





MAKE BUSINESS A GAME 

With several boat loads of Americans in dear old 
England for an advertising convention, a couple of 
thousand prominent members of the bar in the same 
land of fog for a bar convention, and a large delega- 
tion of engineers at a power conference in the same 
little island across the Atlantic, to say nothing of 
the many mill supply manufacturers and distributors 
who appear to have found it highly desirable to 
enjoy the ocean breezes this summer, it would seem 
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as though business on the other side of the water 
will be very good during the warm months. 

The average salesman these days probably feels 
at times as if he is the only unfortunate in the world 
Who is not abroad. At least he is the only one who 
isn’t “on vacation.” It does seem as if vacations of 
the lengthy variety are becoming as customary with 
Ameriéans as is the siesta in some of the tropical 
countries. It really must be a grand and glorious 
‘eeling to be able “close up shop” and go off scot free 
to enjoy freedom from ordinary routine to your 
heart’s content. 

But ordinary folks, salesmen and editors, must be 
content with the “two weeks with” and fill their 
short alloted period to the full with fishing and 
hunting and swimming and riding and all those 
other jovs of the short season. 

Meantime, here’s a little hot weather suggestion 
for salesmen who like the vacation line of sports 
but haven’t the time nor money wherewith to indulge 
themselves beyond the prescribed limits. It’s taken 
from a clever piece of mail advertising that was 
recently sent out by a printing company. Accom- 
panying the letter was a card on which was one of 
those fishing scenes that makes you want to get out 
the old hip boots and rods and lines, and take to 
the favorite stream. Here’s the way the letter starts: 
“Like fishin’? Like to get out in a tumbling, 
singing stream and whip the waters for the big, 
scrappy beauties? Nothing like it! It’s a big fel- 
low’s game—like business. Business is like fishin’. 
When vou go after it, you’ve got to know just what 
kind of rod and line and lure to use. You can’t 
get muskies with an angleworm; or croppies with 
aspinner. Nor can you get results still-fishing when 
you should be casting or trolling. Methods and 
mediums determine results.” 

Why not apply this fishing logic to business, and 
make the vacation season take on for us all the joys 
that it would have if we could go off to the streams 
every time the fancy strikes us? Why not see if 
we are using the right kind of rod and line and lure 
in business? Why not see whether our methods are 
bringing the proper results? In other words, why 
not make business a game just as much as fishing’? 
It might take the curse off many a sultry day’s work. 





WATCH FOR THE RESULTS 

The decision of the federal trade commission 
against the Pittsburgh plus system in the 
industry is believed by those who have led the fight 
against this method of price basing to presage a 
vreat shifting of the center of the steel industry to 
the Chicago district.- It is predicted that Gary and 
the industrial communities in that vicinity will wit- 
ness a great factory expansion, and that other man- 
ufacturing centers in the middle west and in the 
outh will profit greatly from the abolition of the 
basing policy. The economics involved in the estab- 
lishment of steel prices is too deep for the average 
person to foretell what will ultimately happen. Nev- 
ertheless, it does appear as if there will be a sizable 
increase in the number of manufacturing plants in 
those sections which will benefit most. 


steel 













PULL QUPPLIES 


SD 


Bill and his Sterling Hose 
can’t be pried apart 

































You couldn’t run a knife-blade be- 
tween Bill Stevens, master riveter, and 
Sterling Air Hose. Here’s why. 


“The reason I like Sterling Air Hose 
is because she’s always ready with the 
air power to head up that red-hot rivet 
whenever I am. 


“Here’s a piece of Sterling Hose— 
just let me see that tag a minute. Well, 
that old-timer has helped me earn many 
a fat pay envelope, and she’s still knock- 
ing ’em flat. 


“Yes, you can tell anybody I said that 
this here Sterling Hose has the guts to 
stand more gaff than any hose I ever 
used.” 











That’s what they all say about 
The Mechanical Rubber Sterling. 

Company's line gives distribu- * 
tors these combined advantages: If you want to keep those air ham- 
x. alec dade caeeleataies li ill tal mers beating a rat-tat-tat-tat, like a 
ee snare-drum sounding the charge, then 
2. Quelisy standardioed and above couple them up with Sterling Air Hose. 
—_-' Sterling is a hose of extra strength, 
a Sein. Selene at eine: ae extra quality, extra resistance to the 
eres oe hardest weaf and tear. It is a modern 
tee hose in design, power and quality, and 
it squarely meets every modern air tool 





requirement, with efficiency and with 
saving in cost. 


Sterling Pneumatic Tool Hose is sold by 
Mechanical Rubber Company distributors in 
nearly every important industrial center. Write 
for the name of distributor nearest you. 


Well bought is half sold 





Che Mechanical Bubber Co. 


CLEVELAND, OHIO 
Sales Offices: 4614 Prospect Ave. 
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Says There Is a Distributors’ Side of Story 


Alvin M. Smith Points Out that It Is a Case of “The Pot Calling 








The Kettle Black” When Some Manufacturers Decry Price Cutting 


Alvin M. Smith, secretary-treasurer of the Southern 
Supply and Machinery Dealers’ Association, contends 
that the evils in the mill supply field at the present time 
are not all on the side of the distributors, and that some 
of them very properly may be charged against the manu- 
facturers. Mr. Smith outlines the distributor’s side of 
the story in a letter which he wrote shortly after the 
publication of the July issue of MILL SUPLIES, in which 
there appeared an editorial on the necessity of ending 
price cutting among the distributors of mill supplies. 

The editorial in question, after pointing out that 
“there is a growing impression in the minds of many 
manutacturers of mill supplies that until the distributors 
of their products begin to put their own houses in order, 
they, the manufacturers, will only be pouring coals on 
the fire if they grant a wider differential,” concluded 
with the following paragraph: “Why not take the ad- 
vice offered by Alfred M. Howe of The Borden Company? 
He expressed the opinion of many manufacturers when 
he said: ‘Today our biggest trouble is getting you job- 
bers who are here to maintain that differential. We 
come out for you and give a big margin of profit, and 
then you go around and cut each other’s throats. I don’t 
say we are going to cut down that differential, but for 
God’s sake, why don’t you fellows maintain the resale 
so that you can make an honest dollar?’ ”’ 

Here is Mr. Smith’s letter in which he portrays the 
other half of the picture: 

“T have read with interest your editorial in the July is- 
sue entitled, ‘Advice With a Warning,’ and as there 
a distributor’s side to this question, I feel it my duty to 
express it in so far as I feel about it. 

“Admitting at the outset that there are many dis- 
tributing houses which should be put in order and their 
business done upon a more scientific and sensible basis, I 
confess to the belief that the same might well be said 
of many of the manufacturers and of some of those who 
take pleasure in criticising the distributor. 

“IT concur completely in the statements made at the 
Cleveland convention by Charles W. Beaver of The Yale 
& Towne Manufacturing Company, and of the president 
of our association, J. L. Pitts; for price cutting never 
has stimulated business, and it does swing rapidly in a 
vicious circle, until profits are completely wiped out and 
losses sustained, which inevitably produce failures, and 
failures are not good for business. 

“Those manufacturers who criticise us so severely for- 
get that they are themselves sometimes responsible for 
these evils. 

“What would you say to a manufacturer who, in plac- 
ing his price list in the hands of his distributors, advises 
them that his real price is five or ten points below the 
discount submitted? When the distributor receives this 
confidential price, and knows that the manufacturer is 
giving it to all his distributors, is the distributor cut- 
ting prices when he establishes his selling price on a 
basis of the manufacturer’s cut price? 

“T don’t think so. 


Is 


“Is the distributor disturbing business and cutting 
prices when a dozen or fifteen manufacturers of bolts, 
nuts, rivets, etc., have as many different prices—each 


one wanting to have his contract signed, and when the 


distributor finally signs at the lowest price submitted, 
he a price-cutter when he sells upon the basis of 
this cost, even though the public market is higher and 
many manufacturers may be higher? 

“To refer to Alfred M. Howe’s remarks at the Cleve- 
land convention, viz., that the biggest trouble his com- 
pany has is in getting the distributor to maintain a 
proper profit differential and that he comes out and gives 
a big margin of profit and we go around and cut each 
other’s throat, does Mr. Howe mean by this that 20 
per cent profit on cost is a big profit? 

‘“T say it is not. 

“The average cost of business in this line is around 
18 per cent on Twenty per cent on cost 
is less than 18 per cent on the selling price. 

“Where is the big profit referred to by Mr. Howe? 
I must admit that Mr. Howe’s line, as far as the terri- 
tory in my section is concerned, has been badly cut by 
distributors outside of my natural territory, and I have 
not found that they have discontinued the practice, even 
though by maintaining the differential they were not 
getting sufficient proof. 


is 


gross sales. 


“Do the manufacturers take proper and legal steps to 
stop this price cutting? I have heard of very few in- 
stances of their doing so. 

“I believe that the manufacturer and distributor 
should discuss these problems between themselves at the 
conventions and between times in a broad and amicable 
spirit; but when the manufacturer undertakes to tell the 
distributors that they alone are at fault in the abuse of 
proper trade practices, this is a case of the ‘pot calling 
the kettle black.’ 

“Why, even the regarding contracts of 
various kinds that were so diligently taken up two or 
three years ago were the creation of the brains of the 
manufacturers, and no distributor should be criticised 
for accepting blanket contracts submitted by the manu- 
facturer, which, in reality, were no contracts at all, as 
far as the distributor’s responsibility existed. Yet, we 
were seriously criticised at the time of the discussion 
covering such contracts when, if any fault attached to 
them, it was upon the manufacturer. 

“T am sure that there is no class of business men in 
the country, as a whole, that is represented by a higher 
type of men in both the manufacturing and distributing 
end of this industry, and it is utterly ridiculous for 
either of us to criticise the other for things in which we 
are equally guilty. 


discussions 


“Believing fully in the advice and warning contained 
in your editorial, you may be assured that it always will 
be the policy of our association to do everything in its 
power to foster good trade practices, and to educate 
as far as it is possible to do so, not only its members, 
but others in the industry, looking towards the highest 
possible standard of business ethics and a conduct of 
business based upon service, quality and_ profit.” 

The statement Mr. Beaver to which Mr. Smith 
makes reference was to the effect that business obtained 
by price cutting does not stay with the price cutter, 
while Mr. Pitts’ statement was that customers can 
be gained without the necessity of resorting to price cuts. 
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Manufacturers, also, of 
Carbon and High Speed Drills for every purpose; “Mezzo” Super-Carbon 
Drills; Hand, Jobber’s and Shell Reamers; “Peerless’’ High Speed 
Reamers; “Paradox” Adjustable Reamers; “Quick-Set” Reamers; Chuctk- 
ing Reamers for Turret Lathes; Counterbores; Countersinks; Arbors? 
Mandrels; Sockets; End Mills; and the famous“ Ezy-Out”’ Screw. Exeractor, 5 
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No special tools or ability are re- 
quired to assemble, disassemble, 
or adjust. All parts and assemblies 
are made according to simple, well 
known mechanical principles. 


Adjustment of pressure on the 
friction surfaces is accomplished 
simply by turning one ring nut, 
which automatically adjusts all tog- 
gles equally. This feature insures 
uniform pressure throughout. 


W. A. Jones Foundry & Machine Company 





The Lemley Friction Clutch 


—all parts readily accessible 


Mill supply dealers who stock and 
sell the Lemly Friction Clutch do 
well by themselves and their cus- 
tomers. 


This is a characteristic of the Jones 
line of Power Transmitting Ma- 
chinery. Ask for the details of our 
profitable and constructively help- 
ful dealer proposition. The Jones 
policy will help you to greater suc- 
cess. Investigate today. 


Main Office and Works: 4411 West Roosevelt Road, Chicago 


Branch Sales and Engineering Offices: 


New York Pittsburgh 


Church and Murray Sts. Union Trust Bldg. 
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Milwaukee 
15 FE. Water St. 





Cleveland Buffalo 
226 Superior Ave. N. W $5 De 
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Detroit 
137 E. Woodbridge St 
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Selling Mill Supplies To The Oil Producers 


Sales Methods that Have Built an. 
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fnnual Volume of Two and a Half 


Million Dollars for The W.K. Henderson Tron Works & Supply Co. 


RUEL McDANIEL 


“You Want to see W. K. Henderson before you leave 
here,” the hotel clerk told me when I first reached 
Shreveport and explained my business. “You want to 
see W. K. Henderson,” said a vice-president of one 
of Shreveport’s largest banks. “I would like to have you 
meet W. K. Henderson,” said a lawyer who offered to 
assist me in finding story subjects. 

W. K. Henderson is a big man in Shreveport, Louisiana, 
and mill supplies have helped to make him so. Mr. Hen- 
derson is active president of The W. K. Henderson Iron 
Works and Supply Company, a concern that did $2,424,- 
296.18 worth of business in 1923. He is likewise presi- 
dent of the Henderson Land, Timber & Investment 
Company, the B. & A. Drilling Company and the Carter- 











W. K. HENDERSON 


Allen Jewelry Company; he is vice-president of the local 
Yellow Cab Company, the Lindsay Company and the 
Chamber of Commerce; chairman of the Continental Flat 
Glass Company, and director of the Commercial National 
Bank of Shreveport. The iron works and supply company 
has supplied the facilities for acquiring all these other 
business connections. 

The fact that Mr. Henderson has made a success of 
his business makes his methods, as applied to the opera- 
tion of his large mill supply department, worth studying 
by other dealers. 

The company has a large foundry and naturally its 
manufacturing business is large, nevertheless, about a 
third of the volume of sales in the course of a year is 
made through the mill supply department, giving this 
section alone a business of almost a million dollars per 
annum. 

This company, confronted both with odd-lot price 
cutters and the policy of many manufacturers to sell 
direct to large oil refiners, has found its best sales 
attack is building upon a basis of absolute confidence in 
the house. Confidence in the house and the merchandise, 


together with service, are the things which the company should bear in mind that in the oil industry, as in all 


is using in upholding its slogan, “Business without 
profit is not business.” Mr. Henderson declares that 
rather than sell an article at less than cost plus a fair 
profit, he will store it in the back of his warehouse and 
leave it until conditions are such that he can sell it. 
From a standpoint of momentary profit he may be wrong 
at times, but for building for the future his policy evi- 
dently is right, for a two and a half million dollar busi- 
ness was built upon it. 

The mill supply business of The W. K. Henderson 
Iron Works and Supply Company is largely with oil 
producers, and although this field is a difficult one for 
the mill supply dealer, the company has built up a 
big patronage in it. 

“The matter of price enters into the oil field supply 
business to a large extent,” declared Ward Delaney, 
vice-president of the company and in charge of sales, 
“and we have had a hard fight to abide by our slogan, 
‘Business without profit is not business.’ ”’ 

Mr. Delaney declared that the company’s policy of 
dealing with customers during the shortage of materials 
which was brought on by the war has had much to do 
with the continued growth of the oil well supply business, 
and the instance is illustrative of the company’s admin- 
istrative plan throughout the business. ‘When supplies 
were scarce and hard to get,” Mr. Delaney said, “we 
charged no more profit than we did formerly, or do now. 
There were times during the war, as you know, when 
users of mill supplies were willing to pay any price to 
get what they needed. We had firms who had never 
patronized us before, as well as regular customers, tele- 
phone in or write to us to send such-and-such a shipment, 
open order. They needed the stuff too bad to ask the 
price. We sold what stuff we had at the regular cost 
price, plus our usual profit, and because we did not take 
advantage of the situation, we have big oil companies 
that today actually pay a higher price to us for the same 
product which they could buy from the manufacturer 
direct.” 

The sales force of the company is so organized that 
one good salesman—W. P. Fort, one of the vice-presi- 
dents, in fact—spends his entire time calling on five 
large oil companies. He sees the purchasing agent of 
each company every day, and sometimes three or four 
times a day, taking orders, offering suggestions and 
promoting good will generally. The smaller companies 
whose patronage is worthwhile are handled by one of 
the other two city men, if the concerns are located in 
Shreveport, or by the field men if outside the city. 

This company has found that care must be exercised 
in selling to the smaller oil operators, and the average 
small oil concern is not as good a customer as the dealer 
would first imagine. Considering that the small, ‘“‘wild- 
cat” operator is honest in his dealings, there still is the 
factor of limited finances under which most of them 
work. Selling to many oil firms is a matter of cash or 
short credits, and the supply dealer, who at first begins 
dealing with ‘oil operators, is likely to pass over this 
important point in his pursuit of glittering possibilities. 
The mill supply man who begins dealing with oil people 
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other industries where the business is on a highly specu- 
lative basis, things are not always what they seem from 
the surface. 

But there is another side to the proposition: oil firms, 
the smaller ones especially, that are making money, spend 
liberally on good equipment. As a rule, the smaller con- 
cerns think less of price when they need supplies, and 
more of service as it relates to prompt shipment and 
complete lines. It may be stated here, too, that among 
the demands of the oil industry, whether the concern may 
be large or small, are speedy service and complete lines. 
When purchasing agents or field men place an order for 
an item, they like to place it with a concern so reliable 
that they can take it for granted that the shipment will 
be made immediately. 

Among the things that the oil industry uses in great 
quantities every day, and upon which the mill supply 
dealer can depend for making a fair profit if he carries 
standard lines and complete stock, according to the exper- 
ience of The W. K. Henderson Iron Works and Supply 
Company, are such items as fittings of all sizes and 
kinds, packing, valves of all kinds, shafting, belting in 
a variety of sizes and compositions, pumps, large quan- 
tities of waste, wire rope, and in fact practically all prod- 
ucts that are used in drilling, and supplying and trans- 
mitting the power therefor. 

This company’s stock record system is well worth men- 
tioning. Although the Henderson business covers three 
blocks or more of ground, and is housed in a half-dozen 
buildings, any clerk can tell at a glance the exact quan- 
tity of any item carried in stock, whether it be a wire 
nail or a locomotive boiler. In the main office is a spe- 
cial booth surrounded by waist-high shelves on three 
On these shelves is a series of loose-leaf books, 
arranged numerically from left to right. Printed in 
large type on each book are the names of the items whose 
records are carried in the books. 

Inside the books is a series of sheets, perforated so that 
they fit into the binding snuggly, and lapping over each 
other from top to bottom so that only about an inch of 
the bottom of the sheet shows when the books are opened. 
The top of the sheets are printed and ruled for record 
ing stock, and there are spaces for date of order, quan- 
tity, order number, manufacturer, list price, discount, 
freight and date received in stock. The lower section of 
the same sheet is for recording sales. Each time a ship- 
ment comes to stock the quantity is listed in the space 
below as well as in the upper section, and the amount 
added ‘to. the number already shown as being in stock. 
When a sale is made, the date is recorded and a new 
balance drawn in the column for the purpose. A clerk 
has but to glance at the last figure shown in the balance 
column in order to determine the quantity in stock. 

The data for these stock records comes from the sales 
slip which goes to the man who keeps them. Only this 
order slip and duplicate are used in filling an order. When 
it is turned in by a salesman, it first goes to the credit 
manager. Thence to the shipping clerk, who orders out 
the merchandise and makes a check in a column for the 
purpose. The man who packs the goods likewise checks 
the order, and it comes then to the stock record depart- 
ment, where the data is copied onto the stock file, then 
checked by the stockkeeper and sent to the bookkeeping 
department, where the bill of goods is charged and the 
order filed. 

The W. K. Henderson Iron Works and Supply Com- 
pany was founded in Jefferson, Texas, in 1892, by W. K. 
Henderson, father of the present president. In 1896 Mr. 
Henderson moved his business to Shreveport, where it 
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has been growing continuously. At that time the annual 
volume of business was a little more than eight thousand 
dollars, as compared to two and a half millions last year. 

Mill supplies have been an important line of the busi- 
ness for 30 years, and the company has made a sort of 
specialty of saw mill and oil well equipment for sometime. 
They have carried oil well supplies for almost 15 vears. 

The main section of the mill supply department is 
located in a four-story re-inforced concrete buiding con- 
taining nearly 40,000 square feet. Stock is carefully 
segregated according to size and relationship. The entire 
second floor is given over to fittings. 

The officers of the company are: W. K. Henderson, 
president; W. P. Leonard, assistant to president; Ward 
Delaney, W. P. Fort, vice-presidents; A. B. Boazman, 
secretary, and Mrs. W. K. Henderson, treasurer. 

+2> 
NOT YET ONE YEAR OLD 
Smith-Meadow Supply Co. Will Soon Be in New Home Especially 
Designed for Supply Business 

Smith-Meadow Supply Co., Inc., Birmingham, Ala., is 
not yet one year old, but the company has already started 
to put up a new business home. At present the com- 
pany’s address is 1711 Second avenue, North. The new 
building will be located on the southwest corner of Ave- 
nue A and 17th street on a lot 100 by 140 feet. The 
main building will occupy half the lot, the remainder of 
the site being held for future development. The build- 
ing will be of full range oriental brick, trimmed with 
stone. All windows will be of metal sash. The first floor 
will be built of concrete. There will be an adjoining 
building and shed of galvanized iron. Maximum light 
and ventilation, together with convenience in receiving 
and shipping merchandise, will be the features of the in- 
terior arrangements. <A belt line railroad in the rear of 
the property will facilitate the handling of shipments. 

The company is the successor to the business of the 
Cotton States Supply & Rubber Co. It began business 
on September 1, 1923, after taking over the latter com- 
pany. R.S. Smith, formerly owner of the Cotton States 
Supply & Rubber Co., and Bert M. Meadow, formerly 
connected with the Wofford Oil Co., of Birmingham, are 
the principals in the company. For nine years prior 
to his connection with the oil company, Mr. Meadow 
represented the Mark Manufacturing Company in the 
South. 

The officers of the company are: President and treas- 
urer, R. S. Smith; vice-president and general manager, 
Bert M. Meadow; second vice-president, Harry Dean; 
secretary, W. A. Hooper. 

<+2> 
Ferry Appoints Distributor 

The Ferry Cap & Set Screw Co., Cleveland, has made 
arrangements whereby The Eaton Axle & Spring Service 
Company, of 
service stations, has taken over the distribution through- 
out the United States for the ‘‘No-Soun” shackle bolt 
nut, the new device which the Ferry company recently 
placed on the market. According to Harold D. North, 
secretary of the company, the new nut has proved so 
forced to 


Cleveland, with its several branches and 


great a success that the company has_ been 
extend its operations far beyond anticipation, and con- 
sequently it was decided best to confine its efforts to the 
manufacture of the new nuts, giving the distributing 
rights to a sales organization, and as it is an automotive 
proposition, it was considered advantageous to have the 
product available at spring service stations. 
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Greater Strength 
and Assured Service 


You don’t have to “talk up” the quality of Williams’ Im- 
proved “Vulcan” Chain Pipe Wrench to your trade. They are 
well acquainted with the exclusive features of this superior 


tool. 


Its strong Chain, swinging from the center, can be used on either 
side of the jaws, thus reducing the wear upon specific teeth to a 
minimum. 


Its Double-ended Reversible Jaws may be quickly changed end 
for end as the teeth wear. This feature means the service of TWO 
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its catalogued strength. This assures safety to the operator. 


Why offer your customers any other? 


NEW YORK 
75-77 Spring Street 
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Send for literature covering Williams’ complete pipe tool line. 
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“It's that 
things up.” 


So spoke 


doggone shipping clerk. He’s always balling 
sulesman who came to see me on the trip 
following one on which I had bought heavily. The ship- 
ment had not come through satisfactorily, and com- 
plaint resulted in the salesman putting the blame on the 
shipping clerk. 

The blame may have belonged there or it may not. 
As the high school kids say, “That ain’t it.” It seems 
to me it would have been better business for the sales- 
man, if he had tried to shift the blame from the house 
in some way, even by taking it upon himself. When he 
intimated that mistakes of that sort were common with 
his concern, might happen to any order—probably 
would—he certainly did not make me feel any more like 
ordering again than I naturally would feel. 

I have seen that same attitude of passing the buck 
crop out in many instances. The traveling salesman 
is sometimes the kind of chap who believes in clearing 
his own skirts, no matter at whose expense. He is not 
always far sighted enough to see that putting the blame 
on somebody else may reduce the likelihood of his getting 
more orders, even though it completely exonerates him 
from blame. 

When the salesman tells me that the “Doggone ship- 
ping clerk” is in the habit of making mistakes that may 
delay delivery of goods or that may result in errors in 
shipments, he makes it harder to sell to me. When I 
want to make sure a shipment will come through just 
as ordered and without delay, I am not going to order 
from a house that, by its own salesman’s statement, is 
likely to bungle the shipment. I don’t care how accurate 
the salesman may be, or how good a fellow. I have to 
buy where I can buy to the best advantage because it is 
my business to look out for my own interests. 

When I find fault with some policy of the house from 
which I buy, I may feel a little more friendly toward 
the salesman to whom I complain if he agrees with me 
that the policy is wrong, or that I am the victim of 
injustice, but I don’t feel more friendly toward the 
house, and it is the house that supplies the goods and 
it is the policy of the house that governs the sale. Even 
my friendly feeling for the salesman will not offset the 
policy or the methods I do not like. 

It is better business for the salesman to take right 
on his own shoulders as much as possible of the blame 
for anything that goes wrong in connection with my 
order. He is right there, and can apologize and explain 
that the error was exceptional and not likely to occur 
again. In fact he can promise that he will see that it 
is not repeated. When he does that, I take him at his 
word and feel no resentment against the house he repre- 
sents. 

The salesman who seeks by every possible means to 
build up prestige and liking for the house he represents 
is developing something lasting, something that will help 
him to sell goods as long as he is with that house, some- 
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thing that will tend to keep him with that house, io 
make him a more trusted and valued — representative, 
and a better paid employe. 

Even irritation over the salesman’s blunder will not 
keep me from buying again from him, because I know 
that the house behind him is all right, and that its 
intention is to give me the goods and service I want. 

It is a good deal to have the confidence of the buyers 
you visit, and you are badly handicapped if you lack 
that confidence, but it is even worse for you to lack the 
confidence of the house back of you. If you persist in 
justifving yourself at all times, shirking the blame for 
mistakes by attributing it to somebody back in the 
home office who has no opportunity to explain, you may 
fool the buyer into thinking that you are always right, 
but you will not make it easier to hold his trade, and 
vou will in time be spotted as disloyal, more anxious io 
stand well with buyers than to give your house a fair 
deal. 

It sometimes happens that a salesman inadvertently 
gives his house a black eye. He is perhaps making the 
same trains and hotels with some salesman in a non- 
competing line for a few days and the two get to talking 
about their respective houses. One salesman complains 
to the other about certain practices of his house that 
he thinks work a hardship on him. The other salesman 
expresses sometime later his regret that Salesman Num 
ber One is up against it by being obliged to sell under 
certain restrictions and with the poor service that backs 
him up. This sympathy is expressed where it falls 
upon the ears of a competitor of Number One, or even 
a customer. It operates to influence business adversely) 
for the salesman who first told of his handicaps. What 
advantage is‘it to him if he gets sympathy and loses 
orders? 

A salesman may have no thought of being disloyal 
when he complains about certain things. He may be 
nothing worse than thoughtless, but when thoughtless- 
ness reacts against the house, it might almost as well be 
disloyalty. Measured by the dollars and cents cost there 
is no difference. And it is the money value of loyalty 
that makes it commercially important. 

It is admittedly poor sales psychology to give the buyer 
a picture of the manufacturer as a hard boiled character, 
unwilling to compromise on any matter of complaint. 

Sometimes a salesman who is beset with aggressive, 
price cutting competition, and asked by buyers to reduce 
quotations, will express himself as glad to make a price 
concession if he can get the agree to it. He 
will wire the house, putting it up to them, thus allowing 
the customer to get the impression that price reductions, 
while not permissible by the salesman, may sometimes 
be had by vetting the house to agree to them. 

This method may put the salesman in a position where 
he can appear to be personally anxious to please the 
buyer, even willing to sacrifice his own commission, but 
it puts the house in an unjustified position. It must 
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Not Bales of Waste Paper— 
but 100 lb. Cubes of Scrap Iron 


The Diamond Rubber Conveyor runway. The Diamond Conveyor 
Belt operating on this Barber- Belt now does the work, turning 
Greene Conveyor carries these waste labor costs to profit. 

cubes easily and swiftly. So eco- No matter what the power 
nomical isits operation that the user 


transmission or conveyor Service 
(MacBern Scrap Iron Co. of Glass- ; ; : 
P Diamond has a belt to meet it eco- 


port, Pa.) states the apparatus is ‘call : Gj 
cutting their loading costs in half, "04 Fe 


Formerly this company loaded It pays to handle Diamond 
by wheel-barrows up an inclined belts. 


THE DIAMOND RUBBER COMPANY, Inc., Akron, Ohio 


Atlanta Boston New York Kansas City Philadelphia 
Chicago Dallas Seattle Los Angeles San Francisco 
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refuse the concession, and perhaps the salesman knows 
it will. He is only playing one form of the game of 
“passing the buck,” seeking to save his own bacon. The 
only businesslike way is to play the game according to 
the rules. 

If the house offers no price deviations, the salesman 
should stand by his guns and seek in every possible 
way to justify the house. If he wants to wire for a 
special dispensation, he should do that privately, not 
letting the prospective customer know about it. What 
the customer does not know, in this instance, will not 
hurt him or incline him to refuse to buy. 

Incidentally it may be said that when the salesman 
offers or consents to wire the house for special favors 
or prices, he gives the impression that he not a 
fully authorized representative, that there are exceptions 
and special conditions he is not trusted to handle. He 
weakens his position with the customer to that extent. 
Next time there will be other questions put up to him 
and if he decides them adversely, he will be asked to 
wire in again and make sure his action cannot 
changed. 

Let me quote from “Printers’ Ink” regarding this 
matter of house policy and salesman’s attitude. 

“The real salesman knows that the house policy and 
his own welfare are bound together. Without a real 
house policy founded upon past experience, his own 
efforts would be about effective as one-half of a 
clothespin. He therefore carries the full burden of the 
house policy on his own shoulders, and takes any blame 
himself, and he finds it good strategy. An 
irate customer may be cussing at a real fancied 


is 


be 


as 


is sales 


or 


grievance he has against a distant corporation, but. when 
a pleasant young man calls upon him regularly, sits 
next to him at his desk and insists that whatever blame 
there is should fall upon him alone, his ardor is liable 
to cool. Most people, even irate customers are “regular” 
at heart and they can’t stay mad long when the sales- 
man takes the blame himself.” 

There is a good deal in that. Customers with well 
developed grouches will yield to the personal influence 
of the affable salesman who pats them on the back. It 
is pretty hard to stay mad at a fellow who will not 
reciprocate, but insists upon being friendly and _ polite 
and even complimentary. 

When you see a base ball player who is continually 
blaming the captain for the team’s defeats, claiming 
that it was all wrong to play it this way or that way, 
never admitting that his own error let in the runs that 
took the game, never admitting that his own boneheaded 
base running lost his team the opportunity to win, then 
you see a base ball player who might remind you of the 
position taken by some salesmen, although I hope not 
in the mill supply field. 

And when you see a base ball player who tries to 
excuse the other fellow’s poor stop by apologizing for 
his own throw, who admits that the signals were right, 
that the coacher’s instructions were right, but that he 
himself blundered, you see a player who is working for 
the good of the team and for the winning of games 
rather than to alibi his own errors. This type of player 
also might remind you of the actions of some salesmen. 

Kipling says, ‘The game is more than the player of 
the game and the ship is more than the crew.” 


Another Economic Fallacy 


Duplication of Effort on Part of 


Two Selling Agents Expensive 


M. I. BINOCLE 


One of the economic fallacies that exists today in the 
distribution of machine tools is that which necessitates 
duplicate efforts cn the part of two selling agents. In 
other words, it is the practice of soliciting an order 
from a point of purchase situated outside of the terri- 
tory in which the ultimate point of delivery is located. 

It is reasonable to assume that the two agents handling 
the same product and make of machine tool are equally 
informed on their product, thus insuring the manu- 
facturer of proper representation at both points. With 
rare exception, the mechanical executives at the point 
of delivery of equipment are held responsible for the 
results obtained by them. This necessitates close atten- 
tion on the part of the agent operating in the district 
to insure proper recommendation to the buyer located 
outside of the district. The agent operating at the 
point of delivery should promptly notify the agent 
handling the same line at the point of purchase so that 
the latter may take care of the formal inquiry, when 
issued, in the proper manner. In so doing, further 
expense on the part of the agent operating at the point 
of delivery is eliminated, that to none of his 
traveling representatives are obliged to go to the point 
of purchase and, as frequently happens, spend a day 
awaiting the buyer’s pleasure to take action. Needless 
to say, the railroad and hotel fares are at a high peak, 
and this expense in itself represents a substantial inroad 
on the gross commission on the machine, if sold. 
Then again, when a representative leaves his 


is say, 


own 





territory for the order, his territory suffers to the 
extent of time so contributed. It is frequently observed 
that agents operating in the buyer’s district send their 
men outside of their own district in order to ascertain 
the existing conditions at the point of delivery. Either 
operation represents considerable expense which must 
ultimately be paid by the purchaser, and particularly in 
the event that the distributor is operating on a_ basis 
of a reasonable return on his investment. 

A prominent machine tool builder has been making an 
effort recently to establish an equitable arrangement 
whereby the compensation is divided on a 
“50-50” so that both agents operating at the point of 
purchase and delivery are properly compensated for their 


basis of 


divided efforts without incurring needless expense and 
duplication. 
nee 
Automobile Industry Figures 
Automobile production in June totaled 217,927 pas- 


senger Cars, according to the official reports based on 
figures received from 99 manufacturers. During the 
month, 137 truck manufacturers reported a total pro- 
duction of 27,863 trucks. The production for June, 1923, 
was 337,442 passenger cars and 41,173 trucks. During 
the first half this year, manufacturers produced 
1,806,502 passenger cars and 191,626 trucks. The pro- 
duction for the first half of was 1,830,956 
passenger cars and 200,177 trucks. 
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DROP FORGED STEEL 
VALVES & FITTINGS 


The Vogt Drop Forged Steel Valves and 
Fittings here illustrated, show some of the 
types manufactured and stocked in large 
quantities. 


They are the accepted standard 
for high pressure and tempera- 
ture service with oil, gas, am- 
monia, air, water and steam. 


They have never failed. 
WRITE FOR BULLETIN F-5 


Henry Vogt Machine Co. 


ncorporated 


Louisville, Kentucky 


BRANCH OFFICES: 
NEW YORK, CHICAGO, PHILADELPHIA, DALLAS 





MANUFACTURERS OF 
DROP FORGED STEEL VALVES AND FITTINGS: WATER TUBE AND HORIZONTAL 
TUBULAR BOILERS; OIL REFINERY EQUIPMENT: REFRIGERATING MACHINERY 
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Endorse Standardization of Electric Motors 


Distributors Unanimously Favor Move Which Will Permit Use of Same 


Base Plates for a Given Rating Regardless of the 


The board of directors of the National Machine Tool 
Builders’ Association at their last meeting discussed the 
question of the standardization of dimensions of electric 
motors applied to machine tools, and decided to take 
up this question with the American Engineering Stand- 
ards Committee with the thought that the motor manu- 
facturers might be induced to standardize the distance 
between the motor feet, both longitudinally and laterally, 
and also the height of the motor shaft from the bottom 
of the feet. The builders believe that this distance 
should be standardized for motors of a given rating so 
that the same base plates could be provided regardless 
of the make of motor. 

On this question the National Supply and Machinery 
Dealers’ Association sent out a general letter to its mem- 
bers, and the replies received indicate that there is an 
unanimous desire on the part of distributors for such 
a standardization. An appeal has been made to distribu- 
tors to avail themselves of every opportunity to stress 
upon motor manufacturers and their representatives the 
desirability of standardization of their products. 

Among the replies received by the dealers’ association 
were two very interesting letters which outline the dis- 
tributor’s views on this subject. The first of these let- 
ters is as follows: 

“In connection with this matter we would say that we 
estimate that 90 per cent of the machine tools sold by 
us are arranged with direct connected motor drive, and 
one of the most serious problems confronting us, as 
well as our manufacturers, is the fact that practically 
every motor manufacturer has different dimensions for 
motors of the same rating. 

“If the electric motor manufacturers would stand- 
ardize on dimensions of the motor feet, and the height 
of the motor shaft from the bottom of the feet, a great 
deal of money could be saved by the machine tool manu- 
facturers, and in many cases the deliveries of machine 
tools would be more attractive as standard motor plates 
could then be designed and carried in stock. 

“Unfortunately, the manufacturers of machine tools 
find it necessary to design their motor driven machines 
in such a manner that the largest motor can be applied. 
The result is that when any motor is applied except that 
for which the machine has been designed, a patched up 
job must be made, and the undersigned has seen some 
of the highest grade of machine tools on the market 
look as though they were entirely out of proportion, on 
account of the method of mounting the motor. 

“We shall be very glad to extend every possible effort 
to have the motor manufacturers standardize in accor- 
dance with the recommendations of machine tool manu- 
facturers, and if we can be of any assistance to you, do 
not hesitate to call upon us.” 

The second letter follows: 

“Referring to your letter of June 27th on the subject 
of standardization of electric motors for use on machine 
tools with the special reference to the area of the base 
of the motor for application to various motor mountings, 
we think this most timely. And while we feel that this 
question is primarily of more importance to the manu- 
facturers of machine tools than to the distributors, still, 


Particular Alake 
seeing that they are so closely allied, what would be of 
interest to them would also be of interest to us. 

“If there is any one slogan in the manufacturing and 
merchandising business today that is stressed more than 
any other, we believe it is the word, service, and there- 
fore to attain to this slogan, the better service and 
the quicker adaptation that can be secured between the 
manufacturer, the distributor and the ultimate consumer 
cannot but be appreciated ultimately by all three. 

“It can be readily appreciated to what extent the varia- 
tion in dimensions of the foot plate of motors is to the 
manufacturer who in an endeavor to produce his equip- 
ment in quantity finds that in the motor applications he 
cannot provide any definite dimensions for the motors. 
This is not so serious when the machines are belt driven 
because a certain amount of flexibility is permissible in 
belt drive, but the general tendency is more toward the 
compact great driven unit, and this, of course, neces- 
sitates an absolute distance between centers. To provide 
for the necessary bolting facilities it would also be of 
great advantage if the platform could be of a uniform 
size so that the bolting of motors to machine platform 
could be facilitated, and the customer’s desire for a 
motor of some of the many standard makes would not 
necessitate the changing of the pattern, or the setting 
aside of this machine for some other machine to fill the 
order. 

“In looking into this we have thought it might be of 
interest to check up on the three dimensions involved on 
a few of the standard motor makers covering one size 
motor, common to the use of the average machine tool. 

‘To illustrate the conditions involved, we have selected 
two of the larger well known electric companies, and two 
of the smaller well known electric companies. We find 
on exhibit A that on a 7's horsepower, direct current, 
230-volt meter, 1,150 revolutions per minute, without 
sliding rails or base, the center distance from the feet to 
the center of the armature shaft is 7°, inches. The area 
of the feet is 15'. by 13%. inches. On another make, 
which we denote as B, the center distance is 89 16, and 
the area of frame 14%, by 12°, inches. Another manu- 
facturer, Whom we denote as C, has the center distance 
on his motor 9%, inches, and the area 16', by 1314 
Manutacturer D has standardized the center 
and foot dimensions on the smaller motors and the rated 
dimension is center distance by 7% by 12! by 11 inches, 
on both alternating current and direct current motors. 

“On squirrel cage, alternating current, 60-cvcle motors, 
which are very generally used in machine tool applica- 
tion, we find the following dimensions: Manufacturer 
A, center distance, 89,16 by 14°, by 12%, inches; B, 
7 3/8 by 16 by 14 inches; C, 7 1/16 by 17 by 9 7/16 
inches; and D, as stated above being equal for both 
types of motors. 


inches. 


“We can readily appreciate that various motor manu- 
facturers may have certain constructions for which they 
claim particular merit, which may change the structural 
detail of the motors, but from a glance at the dimen- 
sions noted above, it would appear that there would not 
be required a very great change in the bottom or foot 
plate of the motor to standardize the area, and it would 
look as if by shortening the long legs a little and length- 
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Announcing 


Dealers 


You should make immediate 
arrangement for a_ stock of 
these pulleys. Hubs are in- 
terchangeable with rims to ac- 
commodate a wide range of 
shaft sizes, which enables you 
to handle a sufficient stock of 
hubs and rims to accommodate 
practically every demand with 


a conservative investment. 








The New 





MOTOR PULLEY 


ERE is a motor pulley that is neither an experi- 
ment nor a_ revolutionary departure. It em- 
bodies the features of wood pulley construction 

responsible for the success of the Dodge Wood Split 
Pulley, and is a development of the Dodge idea of com- 
pression fastening and interchangeability of bushing 
to shaft used in 
the Dodge 
Standard Split 
Iron _ Pulleys 
and Oneida 
Steel Pulleys. 


There are two 
principal parts, | 
the split iron | 
hub and wood | 

\ 


rim. The hub is held to the shaft by the wedge action, one 
of the most powerful and positive mechanical principles 
known. It grips the shaft securely and actual tests have 
shown that the greatest possible pull that can be exerted 
by any belt will not cause the hub to shift its position. 


The pulley is easily applied and removed with equal facility. 
A screw driver is the only tool required. 

There are no set screws or keyways. 

It is a Dodge product backed by the accumulated experience 


and recognized reputation of the Dodge Manufacturing Cor- 
poration for quality power transmitting appliances. 


Send for attractive booklet giving full information and 
prices. 





DODGE MANUFACTURING CORPORATION, | {"/2! ici;, Mihm, Ind 


Herks: Mishawaka, Ind., and Oneida, N. Y. / 
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ening the short ones that an established center distance 
per rated horsepower could be arrived at. The areas 
could be arranged to closely approximate each other. 
“We recognize that owing to the diversity of electrical 
motor applications and the varied service to which 
motors are now applied that it might not be practical to 


extend the standardization into all fields, but our interest 
centers chiefly in the application to standard machine 
tools requiring horsepowers of from 1 to 25, in which 
field we believe good work could be done in this direction. 
As the Bard of Avon has stated: “’Tis a consumma- 
tion devoutly to be wished.” 
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Season as a Means of AMitigating S 


Secretary of Commerce Hoover 


Lengthening the building season in the United States 
include the winter months, is advocated by Secretary 
of Commerce Herbert Hoover, as a means of mitigating 
ups and downs in the construction industry, 
of stabilizing employment in the building trades and low- 
ering costs of production and building. 

Secretary Hoover’s statement based on, and supple- 
mental the report and recommendations of the com- 
mittee on seasonal operation in the construction indus- 
tries, appointed by him as an outgrowth of the presi- 
dent’s conference on unemployment, called in 1921, urges 
elimination of wastes caused seasonal 
through development of information to 
future demands for labor and materials, and the develop- 
ment of the habit of scheduling construction and repair 
work with reference to that demand. He reiterates the 
committee's finding that custom rather than bad weather 
is responsible for building trades workers in most Amer- 
ican cities working less than three-quarters of the year. 

Calling construction the balance wheel of American in- 
dustry, and placing the value of yearly construction in 
the United States at more than five billion dollars, and 
the number of workers engaged in construction and 
manufacturing industries allied to building as mounting 
into the millions, Secretary Hoover declares activity in 
construction bears a close relation to general industrial 
conditions and that irregularity in the ebb and flow in 
demand for construction seasonally to a 
atfects economic stability. 

In his foreword to the report, Secretary Hoover said: 

“The need to eliminate the wastes of seasonal idleness 
has been brought forcibly to the attention of the con- 
struction industry and the public by reason of high labor 
costs and the failure of the building trades to attract 
young men to their ranks.” Prescribing a remedy he 
declares: “Lengthening the building season will mean 
greater production from the men now engaged in the 
building trades and will also go far to attract capable ap- 
prentices.”’ 

Secretary Hoover outlined the danger of seasonal in- 
stability in building, stating that: “If building falls off, 
there is bound to be a slackening in many other lines 
of industry, resulting in unemployment, decreased pur- 
chasing power of employees, and further depression.” 

He cited the need of organized community effort by 
representatives of the construction industries, the pro- 
lessions concerned and the public to find the facts as to 
local handicaps, peaks and depressions of employment 
and kinds of construction needed for elimination of 
wasteful customs. He urged public works as especially 
well adapted for scheduling with reference to seasonal 
as well as cyclical conditions, contending that efforts to 
encourage long-range planning of public works deserve 
support of the public, legislators and public officials. 
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Explaining that remedy does not lie in any form of down the waste in construction costs by applying a wider 


ustrial Balance Wheel 


vocates Lengthening of the Building 
easonal Ups and Downs of Industry 


government regulation, the functions of the committee 
are defined as having been to determine facts and ‘to 
point a remedy that is consonant with our national con- 
ceptions of individual and community initiative.” 

“The service rendered to our whole economic life by 
the elimination of these gigantic wastes and the con- 
scious planning to overcome these irregularities, the im- 
proved conditions of labor, which is possible not only in 
actual construction, but in the material manufacturing 
industries, the lowered costs of production and of build- 
ing which could result therefrom, are great warranty 
for such co-operation,” Secretary Hoover concluded. 

John M. Gries, chief of the division of building and 
housing of the Department of Commerce, and his as- 
sistant, James S. Taylor, conducted the national in 
vestigation for the committee, headed by Ernest T. 
Trigg, and his colleagues who were: John W. Blodgett, 
president, National Lumber Manufacturers’ Asscciation; 
H. R. Daniel, assistant to the president, S. W. Straus 
& Co.; John Donlin, president, building trades depart- 
ment, American Federation of Labor; L. F. Eppich, 
president, National Association of Real Estate Boards; 
A. P. Greensfelder, Fruin-Colnon Contracting Co.; John 
M. Gries; J. A. House, president, the Guardian Savings 
& Trust Co.; Otto T. Mallery: Rudolph P. Miller, con- 
sulting engineer; James P. Noonan, president, Inter- 
national Brotherhood of Electrical Workers; William 
Stanley Parker, vice-president of the American Institute 
of Architects, and Edward Eyre Hunt, secretary. Infor- 
mation was furnished by government bureaus and trade 
associations, while the Carnegie Corporation, American 
Federation of Labor, trade associations and others fur- 
nished limited appropriations to the committee. 

The report forth that many seasonal ups and 
downs are preventable, that the past winter showed 
greater activity than ever before in what has been nor- 
mally a dull season and this winter activity exerted 
stimulating effect on building-material producers, and 
transportation companies and their employees. The 
report related that construction companies are awake to 
possibilities of winter activity, and deserve the support 
and co-operation of the building public. It is explained 
the ups and downs place the heaviest burden on the 
employees and the public. 

Bad weather effects on building have been greatly 
reduced, according to the report, which further holds 
that “with due precautions and proper equipment nearly 
all construction work can be carried on in winter, and 
at no great difference in cost.” 

“As the methods of handling winter work develop, 
and as manufacturers, supply dealers and labor take 
more interest in encouraging winter work, the cost can 
be appreciably reduced,” the committee found. 

The report explains that bankers may aid in cutting 
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PYOTT “RED FACE” 


FLY WHEELS 


No Patterns Necessary 


The Flywheel shown here was made from our 
equipment (to customer's specifications) with- 
out pattern, 

Our equipment for Flywheels and Gear Blanks is 


so complete and extensive that the burden of delay 
and expense caused by lack of patterns is eliminated. 


Pyott Red Face Flywheels are cast and ma- 
chined complete in our own shops by men skilled in 
this work. Pyott wheels are accurately turned and 
bored, true running and well balanced. 


Pyott service means shipment in five days to one 
week. 


Pyott prices are attractive. 


Whether your requirements in Flywheels be large 
or small we can supply them. 


PYOTT 


FOUNDRY COMPANY 


Sangamon St. & Carroll Ave. 301 Jackson Building 


CHICAGO BUFFALO 


























Belting to Build On 


A supply business is built on 
the combined reputations of 
several thousands of separate 
articles. Every item should be 
selected with its ultimate suc- 
cess in mind. COMBER 
Waterproof Leather Belting 
answers the dealer’s question, 
“What brand of belting will 
help build my business?” 
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knowledge, now available, of data regarding character- 
istic trends in the construction industries. 

“Forethought in planning ahead, and use of informa- 
tion as to the seasonal trends, will reduce interest on 
investments and will release investment funds for other 
productive uses,” it is explained in this relation. ‘“Trus- 
tees and others charged with large financial responsi- 
bilities have an opportunity and a responsibility for cut- 
ting down the present wastes.” 

Regarding public utilities, it is advised that the single 
leasing date be attacked as a demoralizing influence on 
seasonal currents of construction. 

“Evidence is lacking,” according to the report that 
“public utilities in general authorize the erection of 
buildings at other times than the usual building season,” 
and “they might well set up ‘expansion reserves’ as a 
practical and profitable means for constructing addi- 
tions during both the low seasonal and cyclical periods.” 


The committee in its report states that out of 200 
engineers in all parts of the country who replied to the 
committee’s question, “Are public improvements rushed 
right along in the peaks of the annual building season?” 
one hundred and ninety-two answered in the affirmative, 
and the comment was frankly added that public works 
are undertaken without regard to private needs. 

The committee is of the opinion that the need for 
public works is easily foreseen, and that public officials 
responsible be given every aid so that they can let public 
works contracts when the work can be performed eco- 
nomically and with least interference with private con- 
struction. 

The report carries a chart to aid in determining the 
best time of year to start new construction or repair 
work. This chart, it is stated, with other data, may be 
obtained from the division of building and housing of 
the Department of Commerce, Washington, D. C. 


tor 


NEW LANSING SUPPLY HOUSE 
Mill Supplies Corporation Succeeds to Distributing End of Estab- 
lished Machine Shop Business 

Mill Supplies Corporation has been incorporated in 
Lansing, Mich., to distribute mill and factory supplies, 
having succeeded to the business of the Kirchen Machine 
& Supply Company, a machine shop and supply house 
which had been carrying on a distributing business in 
connection with its manufacturing operations. 

On April 30 all machine and machine shop equipment 
was taken over by the president of the Kirchen Machine 
& Supply Company, who turned in his stock and resigned 
his position with the company. He was succeeded by 
C. B. Pfeifer, formerly secretary-treasurer. Rumsey M. 
Haynes, formerly office manager, was made secretary- 
treasurer to succeed Mr. Pfeifer. A. A. Elsesser con- 
tinued to hold his position as vice-president. 

After Mr. Kirchen had left the business, the name of 
the company was changed to the Mill Supplies Corpora- 
tion in order to more clearly signify the nature of the 
business. The capital stock of the company was at the 
same time reduced to $25,000, and all machine shop work 
was discontinued. 

It is the present policy of the company to deal entirely 
in mill and factory supplies, the territory being at pres- 
ent limited to the city of Lansing and communities with- 
in a radius of thirty miles of the city. The company is 
at present carrying in stock grinding wheels, wire 
brushes, file cards, drills, taps, dies, reamers, mill cut- 
ters, slitting saws, circular saws, hack saws, files, set 
screws, cap screws, nuts, babbitt, dam babbitt, emery 
cloth, drill rod, belt hooks, woodruff keys, taper pins, 
emery wheel dresses, tool bits, drill chucks and other sup- 
plies regularly used by mills and factories. 

The present location of the business is at 117 South 
Grand avenue in a building which affords both office 
room and storage space. Mr. Pfeifer is acting as gen- 
eral manager and is at present also soliciting the trade. 

tor 
OUT OF MILL SUPPLY BUSINESS 
John G. Pasco Decides That Loaning Somebody Else’s Money on 
Real Estate Is More Profitable 

The Pasco Tool Co., formerly located at 10 North 
3road street, Atlanta, Ga., has gone out of business, and 
with it has passed from the mill supply business John G. 
Pasco, who has been identified with mill supply selling 
for the past quarter of acentury. Mr. Pasco first started 
in the business in Marysville, Ohio, in 1889, and later 
went to Cleveland and then to Columbus, still later going 


with the Wm. T. Johnston Company, Cincinnati. After 
leaving Cincinnati, Mr. Pasco became a manufacturers’ 
agent, traveling through the south. In 1916 he incor- 
porated the Pasco Tool Company with a capital of $10,- 
000, and carried a line of machine tools and small tools. 

In a letter to MILL SUPPLIES last month, Mr. Pasco 
wrote in rather humorous vein: “I am leaving here 
sometime within the next few days, and will probably 
go in the real estate and loan business in Miami, Florida. 
Understand, of course, that the money I will loan will 
not be mine, nor will the real estate be mine, for a man 
who has been in the mill supply and tool business as 
long as I have been cannot possibly have any money. 

“The mill supply field in Atlanta is overdone. As this 
business is very limited here, I am leaving Atlanta. It 
has taken me twenty-five years to find out that all there 
is in the mill supply business is a poor living.” 

+2> 
SIMPLIFICATION IN EFFECT 
Vany Groups of Industries Began Work Under Hoover Program 
on the First of July 

The first of July was an important date for a number 
of industries, according to Ray M. Hudson, chief of the 
division of simplified practice, Department of Commerce. 
It represented the time when simplification became effec- 
tive in a number of industries which, with the co-opera- 
tion of the division, have discovered an excess of varie- 
ties of their products, and in which the producing, dis- 
tributing and consuming groups have agreed that fewer 
sizes, styles or other variations would serve the purpose 
previously served by many items. 

Two very important industries are affected by their 
previous decisions in conferences held under the aus- 
pices of the division. One is the lumber industry, which, 
after spending many months in considering simplifica- 
tion and standardization, reached an agreement some 
time ago which will result in a reduction of nearly 60 
per cent of the number of finished yard lumber items 
and will make effective certain standards for the pro- 
tection of both producer and consumer. It is predicted 
by lumber experts that this action will be of appreciable 
value in the effort to check the present annual waste in 
the lumber industry which is estimated at $250,000,000 
a year. The other big industry which applies its simpli- 
fication agreement is the paper industry, which has made 
effective certain basic sizes, as well as weights. 

Still other industries whose simplification programs 
became effective July 1 are the forged tool group, range 
boiler group, and blackboard and roofing slate group. 
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Royersford 





A complete line 
backed by fast service 





It is a fact that you can call upon Royers- 
ford dealers for any size piece of trans- 
mission machinery, bearing, coupling, 
collar, hanger—and know that you will 
receive immediate service—prompt de- 


livery. 
Royersford dealers expect and 
receive the same service from us. 


So the next time you need anything in 
the transmission line let a Royersford 
dealer show you his idea of service. 


For Dealer nearest you see MacRaes’ Blue 


Book. 


Royersford Foundry & Machine Co. 
43 N. 5th Street Philadelphia 


Royersford Products are regularly advertised in: 


Industrial Management Dodge Idea 
Mechanical Engineering Belting & Transmission 
American Machinist Cotton Oil Press 


Mill Supplies Machinery 
American Miller Textile World 


as well as in Sweet's and A. S. M. E. Catalogs and 
MacRae’s Blue Book 





The ROYERSFORD LINE 








Swartwout 
Steam Specialties 


Constantly grow more profitable to Swartwout 
Agents through their growing demand. They are 
consistently advertised. Our salesmen cooperate. 
Our products are of highest standard. Prompt 
deliveries from our stock to yours. 


Hydromatic Steam Trap, Sediment Trap and 
Strainer, Cast Iron Exhaust Head, Steam, Oil and 
Air Separators, Air Traps, and the well known 
Swartwout All Service and Junior Feed Water 
Heaters. 
The SWARTWOUT COMPANY 
Cleveland, O. 
General Offices, 18511 Euclid Ave. 
Factories 
Cleveland Orrville 









* * * 


Swartwout Junior 
Feed Water 
Heater 


Preheats water to 212 
degrees, prevents lime 
and scale, saves water, 
saves 10 to 15% coal. 
For any boiler up to 
250 h.p. Should be in. 
: > 
every jobber’s stock. r 

















15-280—Convex Type 


-281—Concave Type 


We furnish copper expansion joints for low 
pressure and vacuum. The convex type has the 
copper turned off to the bolt holes, making the 
flanges adjustable. The concave type has the 
copper entirely across the flanges and the 
flanges are not adjustable. 


Send for Price List and Discount. 


We Also Manufacture 


Seamless copper ball floats, Harbronz bearing 
metal bushings and bars, and a general line of 
copper and brass goods—Ask for general circular. 


ARTHUR HARRIS & CO. 
Chicago, Ill. 


Coppersmiths, Brass Founders and Finishers Since 1884 


210-218 N. Curtis Street 
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Commission’s Ruling Against Pittsburgh Plus 


One of the Most Important Decisions Affecting American Industry 
Orders Steel Price Basing Systems Stopped As Unfair Competition 


The decision of the federal trade commission that the 
Pittsburgh plus price system is an unfair method of 
competition, and the order to cease and desist directed 
against the United States Steel Corporation and its sub- 
sidiaries, is one of the most important rulings ever 
made by the commission. While litigation as a result 
of the decision may continue for another year or two, 
the action of the federal trade commission, so far as the 
latter is concerned, is final. The effects of the decision, 
if it is upheld by the courts, will be felt in many direc- 
tions by mill supply manufacturers and distributors. 

The commission’s order is directed against the steel 
corporation, the American Bridge Company, American 
Sheet and Tinplate Company, Carnegie Steel Company, 
American Steel and Wire Company, Illinois Steel Co., 
Minnesota Steel Company and the Tennessee Coal, Iron 
and Railroad Company. 

Under the ruling the corporation and its subsidiaries 
are debarred from the following: 

From quoting for sale or selling in the course of inter- 
state commerce their rolled steel products known as 
plates. bars, structural shapes, sheets, tin plate, wire 
and wire products at Pittsburgh plus prices. 

From quoting for sale or selling in the course of 
interstate commerce their said rolled steel products upon 
any other basing point than that where the products 
are manufactured or from which they are shipped. 

From selling or contracting for the sale of or invoic- 
ing such steel products in the course of interstate com- 
merce without clearly stating how much is charged for 
such steel products f. o. b. the producing or shipping 
point, and how much is charged for the actual trans- 
portation of said products, if any, from such producing 
or shipping point to destination. 

From discriminating in the course of interstate com- 
merce, either directly or indirectly, in price between dif- 
ferent purchases of their rolled steel products known as 
plates, bars, structural shapes, sheets, tin plate, wire 
and wire products sold for use, consumption, or resale 
within the United States or any territory thereof or 
the District of Columbia or any insular possession or 
other place under the jurisdiction of the United States, 
where the effect of such discrimination may be to sub- 
stantially lessen competition in any line of interstate 
commerce, including competition among the steel pro- 
ducers, or steel users, or both; provided, however, that 
nothing herein contained shall prevent discrimination in 
price between purchasers of said products on account of 
differences in the grade, quality or quantity of the com- 
modity sold, or that makes only due allowance for dif- 
ference in the cost of selling or transportation, or dis- 
crimination in price in the same or different communities 
made in good faith to meet competition. The use by 
respondents in the course of such interstate commerce or 
any system similar to that of the Pittsburgh plus sys- 
tem shall likewise be deemed to constitute a violation 
of this order. 

The commission believes that the abandonment of the 
Pittsburgh plus system will have the following effects: 

An upbuilding of all steel producing and consuming 
sections outside of Pittsburgh, that are now being held 
back by the workings of the price system, will follow. 


users of the natural advantages of location which it is 
alleged the system has taken away from them. The 
plus system, in the opinion of the commissioners, per- 
mitted the Pittsburgh competitors of the western steel 
users to share the western territory, but prevented the 
western steel users from sharing Pittsburgh territory, 
in fact prevented them for the most part from competing 
east of their plants. The elimination of the system 
gives the Chicago steel users the same advantages in 
their territory which the Pittsburgh steel users would 
have in their own territory. 

A decentralization of the steel producing industry and 
other industries which use steel in manufacturing their 
products is expected to result; also, an elimination of 
useless cross hauls by roads which now exists, and elimi- 
nation of the discriminatory prices charged by steel 
producers to consumers of the same mill. 

It is believed that it will enforce price competition 
among steel producers, and it is claimed that it will 
save farmers of the middle west $30,000,000 annually. 

It will eliminate the excessive overhead cost per unit 
which manufacturers in the west suffer because of the 
various restrictions of their business due to the system; 
will also eliminate the necessity of the use by western 
manufacturers of other commodities than steel in the 
manufacture of their products for shipment eastward. 

It will restore many western plants which have been 
destroyed by the Pittsburgh plus system. 

It will eliminate the excessive prices paid for steel 
at all points outside of Pittsburgh, also the price con- 
cealment of the discriminatory price charges among steel 
corporation customers under the plus system. 

It will eliminate the unnatural advantage of the Amer- 
ican Bridge Company, American Steel and Wire Com- 
pany, and American Sheet and Tinplate Company when 
competing with their own or the steel corporation’s cus- 
tomers who are forced to pay Pittsburgh plus prices 
for their steel. 

It will eliminate the fixed Pittsburgh plus prices among 
the sheet manufacturers in the National Association of 
Sheet and Tin Plate Manufacturers with whom the 
respondent, American Sheet and Tinplate Company, is 
co-operating in price fixing activities. 

It will eliminate the Pittsburgh plus prices in the 
south and force the southern mills to sell all their prod- 
ucts f. o. b. the mill, and thus force a lower mill price 
at Birmingham. 

The only dissenting opinion was that of Commissioner 
Nelson B. Gaskill, who asserted the belief that “if the 
economists are right, the requirements of the situation 
will be met only by a legislative recognition of the neces- 
sity for a more exact statement of the scientific relation 
between business and economics and the declaration of 
that relation in the form of a law of general application. 

Commissioner Gaskill holds that the law does not 
require absolute freedom of competition, nor does it 
enjoin the observance of sound economic principles, and 
that the federal trade commission has no right to estab- 
lish any more the one than the other. Here is some 
more of his reasoning: 

“The existence of the steel corporation, the scope of 
its operations, the power which its exerts, its actual or 
potential influence, has received legal sanction. The nec- 
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. anes HIGH SPFED HOIST 
WA HIGH has spread to the trade all over the world in 
al 4 a remarkably short time. This hoist is now an 





internationally advertised product. 


| 
Every hoist user is, or will be soon, demanding 
it. Why? Simply because in the Wright they 
get the exclusive advantages found in no other 
hoist because of the following features it possesses: 





i—BALL BEARING SPINDLE 
a. Increases efficiency and ease of of ition 
b. Reduces wear at most vital points 


2—NEW PROCESS CHAIN. 
— a. Gives an overload factor equal 
capacity 
b. Increases life of hoist for ordina 
3—STEEL SAFETY STRAPS 
An added precaution to care foi Xtreme 
overloads 


}—-IMPROVED BALL BEARING DETACHABLE 





COUPLING (Vat. applied for) 
a. Absolute freedom lower hook 
b. Gain of 2 to 4 inches in minimum dist 
between hooks 
c. Enables quick installation new vad chain | 


nsures oiling at vital points 


5—TUBE OILING | 


Let us send you our latest catalog. 











Wickwire Gray Strand Wire Rope 


As a dealer, you can well point with pride to the Gray 
Strand which identifies the top quality of Wickwire 
Ropes. 








You, Mr. Dealer, can establish a profitable business 
in Wickwire Ropes, a business that will prove a good 
will builder for you. 


We are prepared to give you organized sales co-oper- 
ation, service and quality in every reel. 





All Wickwire ropes are made within our organiza- 
tion, all the way from the mines to the finished product. 


Wickwire Spencer Steel Corporation 


General Offices 
41 East 42nd Street, New York 


Worcester Buffalo Philadelphia Detroit Chicago San Francisco Los Angeles Seattle 
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essary consequences of its being and the natural results 
of its operation must be accepted also. It may, without 
violation of any law of which I am aware, put the same 
price on all its products and base this price at one specific 
place if it In the sight of the law it is as 
though there was but one plant and its products. 

“The Pittsburgh base then is the exercise of a privilege 
which naturally and necessarily follows from the grant of 
power to combine the ownership of several plants. 

“Freight rates unquestionably create an area of prefer- 
with relation to a point of production. While this 

’ preference is extended as several points of pro- 
duction are combined under one ownership, the resulting 
preference which is lawful in the one instance is not 
made lawful by its greater extent in the second instance. 
What are preferences from one point of view are discrim- 
inations to the opposite observer. But it must be obvious 
that a preference or a discrimination, to be unlawful, 
must be something more than the natural and necessary 
implications of lawful advantage. 

“There is no law of which I am aware which requires 
a manufacturer to sell f. o. b. if he prefers to sell c. i. f., 
that is, to sell at the place of manufacture instead of 
delivered at his customers’ warehouse. Or to sell from 
or at any particular mill. I am unable to find in law a 
warrant for holding that a delivered price policy is made 
unlawful the method used to calculate the 
selling price. And the results of this policy seem to me 


so desires. 


Cuce 


area 


because of 


to be such as naturally and necessarily attend the ante- 
cedent legalized status. This being so, it simply means 
that these manifestations which are urged as indicative 
of unlawful action are outside the law, not that the causes 
which produce them are unlawful. 

“That satisfaction of the legal requirements may be 
deemed to fall short of economic justification does not 
increase this commission’s powers nor enlarge its duties. 

“In the present instance it seems these effects are mag- 
nified by the dominance and strategic positions of the 
respondent in steel production, by the fact that the prod- 
uct of the steel industry is the raw material of a subse- 
quent industry, and that the respondent is engaged in 
both phases. Given the necessary quantity values in 
causation, it seems to be the economist’s view that such 
effects as are here presented are inherent in the economic 
policy which is being used. 

“If the applicants’ contention is sound there is no 
effective remedy short of a mill base for each unit of 
the respondent’s organization and either f. o. b. sales 
or delivered sales from the mill at the f. 0. b. 
price plus actual freight. 

“And it would require the same rule to be applied to 
transfers of material to subsidiaries as govern sales to 
independents. Naturally, such a rule would have equal 
application to every other industry in the United States 
now using the uniform price delivered sales plan in inter- 
state commerce.” 
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Problems of Service Charges 


Distributors Have Difficulty Explaining Them to Their Customers 


One of the perplexing problems which the mill supply 
distributor hopes will be solved by the standardization 
movement which is now under way in this country, is 
that of service charges that various manufacturers are 
making on certain kinds of shipments, such as broken 
small lots and so forth. In the past distrib- 
utors have experienced many difficulties with customers 
because of the necessity of passing such service charges 
along. The members of the Southern Supply and Machin- 
Dealers’ Association at the last convention discussed 
this subject at considerable length, and decided that such 
should be laid 


packages, 


ery 


questions of excessive service charges 


before the arbitration committee. 


One of the Southern distributors recently told of an 
instance in which a customer ordered a small quantity 
of rivets which were not of standard stock sizes. The 


total invoice value was only 69 cents, but the total serv- 
the rivets was $6.00. The distributor’s 
customer declined to pay the service charge, and the dis- 
tributor was obliged to absorb it himself in 
retain his customer’s good will. 

The distributor in question now believes that it 
would be good policy on the part of all distributors in 
similar instances to advise customers that there would 
be such a service charge for goods out of stock and in 
odd sizes, and to find out whether the still 
Wishes the order to go through. 

Another instance of service charges is the case of a 
distributor who required about $75 worth of special sized 
cap A price was secured from a factory and 
an order wired for 600 of the screws. The factory sent 
back 620. There was a matter of some four dollars extra 
involved in the difference. When the distributor took 
the matter up with the factory sales manager, the latter 


ice charge on 


order to 


customer 


SCTeWs, 


said that his company had been doing business that way 
for many years. 

Some manufacturers, it is understood, make an arbi- 
trary charge on all goods of an invoice value of less than 
a certain amount. 

Here is an instance which a distributor cites to show 
what some of the charges are: A customer 
asked for a price on some soft steel bars, less than car- 
load mill shipment. The distributor quoted him $3.75 
delivered. The order was taken, and on the list of steel 
bars were about ten bars, two by seven inches, eight 
feet long. The shop charged $6.00 for it f. 0. b. Pitts- 
burgh. Inquiry developed that this was a shop charge 
for cutting the steel. The distributor unable to 
explain to his customer. 

A distributor submitted to a large manufacturer that 
the latter did not have a right to make a company pay 
a service charge on shipments of less than so many dol- 
lars when he, the distributor, had an order of an unusual 
variety, especially in view of the fact that the distributor 
is constantly sending in stock orders. It was a penalty 
on a stock carrying distributor. 

Certain machine screw manufacturers will not fill an 
order for a distributor unless he buys a full carton. If 
a customer sends in an order for several items, there 
might be one or two of these items that called for odd 
sizes. In such instances, the distributors have to buy 
a full carton of each size or pay a penalty. 

or 
Building Still Very Active 

According to the announcement of S. W. Straus & Co., 
building permits issued in 822 principal cities in the 
United States during the first half of 1924 amounted to 
more than $1,959,459,559. 
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SAGINAW MANUFACTURING COMPANY 
SAGINAW, MICHIGAN 




















MAND AND POWER PUMPS FOR ALL USES 
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A ( Deming) Straight Line is the Shortest Distance 
Between Selling Points 


From the cross head at the top of this Deming “Straight 
Line” to the brass lined cylinder deep in the well, this 
Deming Pump is full of sales points. 

The distinctive straight line construction reduces friction to 
a minimum, causes the pump to work smoothly and easily 
and makes it practically proof against wear. 

The Deming Straight Line agency is worth real money to 
the dealer. Write! 


Complete Pump Catalog On Request. 


THE DEMING COMPANY Est. 1880 Salem, Ohio 


The nearest distributor will work with you for mutual profit. 
Baltimore South 1 Sups Company Kansas City 7) h 1 & Supply Co 
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Warehouse Branches Nuisance to Distributors 


Many of These Stock Carrying Establishments of Manufacturers Are 
Competing Against Supply Houses in the Territory of the Latter 


Generally speaking, the establishment of manufactur- 
er’s branches in a distributor’s territory is not only a 
detriment to the business of the distributor, but is a dou- 
ble expense for the manufacturer. That appears to be 
the consensus of opinion among distributors on this 
subject. Exceptions to the rule are such branches as are 
established merely for the convenience of distributors, 
and which do not attempt to go into competition with 
the latter. 

A large mill supply distributor recently discussed this 
subject. In connection with it he brought out some of 
the arguments which may be used against such branch 
establishments. His statement follows: 

“Here is the thing that confronted us. I believe 
most cities are doing it. I happen to be at the head 
of our community fund, and when we are making our 
spring drive, we have, of course, approached the foreign 
corporations—as we call them—and they always refer you 
back to the headquarters, and the headquarters say, ‘We 
haven't any authority to make any contributions for you 
for the reason that we have so many branches, and we 
are unable to do anything at all.’ Yet those very people 
who come into the community, the first thing will try to 
get their manager or somebody connected with them put 
on the board of directors at the Chamber of Commerce, 
or the Rotary Club or Kiwanis and so forth, to get the 
advertising they can for their personal benefit. But 
they won’t do a thing for the town. Those are the things 
we are talking over seriously and very seriously in our 
town as a town, among people who are keeping up the 
town, and looking after the civic and charitable things, 
and it is getting widespread. A man gets to the point 
where he has to show what his outfit can do for the 
town before they will do much for him. I think this is 
a point we can work on. I think it is well to let the 
public know, in order to build the town, they must patron- 
ize the people whose money is spent there rather than 
someone who makes profits which are sent away. 

“These foreign branches,” he continued, “go out with 
a very pretty argument that they cut out the middle 
man. They can’t sell goods as cheaply as the mill supply 
house can. They haven't a diversified line of accounts 
over which to spread the expense; they can’t do it, but 
they are there, big corporations as a rule. Where they 
lose in one place, they generally make up in another. 
They have a manufacturer’s profit and that absorbs a 
branch that doesn’t make any money. 

“To get down to the meat of the thing, it depends, to 
my mind, what the purpose of the manufacturer is. If 
he is there to help the jobber, all very well and good, 
but if he sells the consumer, it hurts him.” 

Here is another angle on warehouse competition given 
by a distributor: 

“Take with us in our city. There will be some manu- 
facturer who isn’t represented and he wants to get in a 
line of goods. Perhaps some employe of ours imagines 
he is bigger than the firm and all the business we get 


due to him and not the house, and he gets a swell 
head ard is going out on his own hook. It is very 
easy for him to get a consigned stock of goods from 
this fellow or that fellow sufficient to at least make a 
bluff. He goes out —doesn’t last long—but while he is 


there, he sets prices and establishes a market to a great 
extent. I don’t believe anyone can be successful unless 
his trade is successful, unless all customers are pros- 
perous. There isn’t one out of twenty-five who succeeds, 
yet they will come in there under the guise of having 
their own stock, but primarily they are backing some- 
body against somebody else. Sometimes they call it a 
branch house because they have a line of stuff in there, 
but that is one of the menaces of our business. 

“T think the mill supply business is oversold. I was 
telling a gentleman the other day that out of our town 
there are about 60 mill supply salesmen going out every 
year. That is the trouble with the business today. Too 
many people out, too much competition.” 

Another prominent distributor recently expressed him- 
self on the subject of warehouses as follows: 

“T feel that warehouses are about ninety per cent of 
my trouble. We sell a certain product, which is carried 
in a nearby city in a warehouse branch. We carry a 
whole lot better stock than the branch does. When we 
tell the customer that we haven’t it in stock, and will 
get it at the branch warehouse, we always lose the order. 
I find that we have been running into some of this prod- 
uct that customers have been buying from the branch 
warehouse, although we are supposed to represent them 
in that territory, and the branch warehouse tells us: 
‘Sure, that is all right, we will turn the account over 
to you. We will send a salesman around from now on, 
and we will turn the business over to you.’ I don’t 
think to start with that a manufacturer who starts a 
warehouse puts it there for any other reason than to 
get business, because there is really no necessity for 
manufacturers putting in a warehouse where there is a 
jobber. They are a nuisance down our way. Every time 
we get monkeying with branch warehouses, we get into 
trouble. We recently had a letter from a concern that 
has a branch warehouse down our way, and they asked 
us who was the keenest competitor in our territory. I 
took a pencil and wrote across the letter, ‘You are’ and 
sent it back.” 

A Southern distributor recently told a story about an 
experience he had with one of these competing manu- 
facturer’s branches. He said he had occasion to buy a 
carload of goods, and the branch man came to him to 
solicit the order. The distributor said: ‘No, sir, I 
will not.” In answer to the query for the reason, he 
replied: “Because the very man to whom I am going 
to sell the material that I buy can buy from you at the 
same price at which I am buying it. Isn’t that true?” 
The reply was in the affirmative. The distributor con- 
tinued: “We are selling the large customers the same 
as you are. Why should, I buy your goods and put it in 
for look at, and then you them? If 


vou keep me from getting turnover, IT am not going to 


stock vou to sell 


buy your goods.” 
o> 


Verger Suit Dismissed 
Federal Judge Learned Hand recently dismissed the 
suit brought by minority stockholders to dissolve the 
merger of the Cambria Steel and Midvale Steel and 
Ordnance Companies with the Bethlehem Steel Company. 
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WATSON-STILLMAN 
HYDRAULIC FITTINGS 


MADE FROM SOLID FORGED STEEL 
FOR HIGH PRESSURES 


Too much care cannot be taken in the selection of 
hydraulic fittings. You do not want to take down a line 
of piping to replace defective fittings when this necessi- 
tates a full or partial shutdown of your plant. Watson- 
Stillman fittings are tested far beyond their rated strength 
and insure you against this loss and annoyance. We 
build everything necessary to the installation of hydraulic 
systems from pipe to press. Our experience of nearly 
70 years is at your disposal. 





Write for catalogs. 





THE WATSON-STILLMAN CO. 


198 Fulton St., New York on 
Philadelphia: Widener Bldg. CHICAGO, McCormick Bldg. é 
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Tried and Proven 


Over thirty years of service have 
established the reputation of the 
Cyclone Lubricator in all parts of 
the world. 


The Cyclone is made in various 
models to suit every requirement 
and is carried in stock by all the 
leading jobbers. 


Write for Cyclone Circular 


Michigan Lubricator Co. 


Detroit, Mich. 
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Charging Interest on Overdue Accounts 








Legal 


Distributor Has a Right to Collect from Customer Providing 
Ile Tells Latter in Some Il “ay that He Intends to Make Charge 


ELTON J. BUCKLEY 


A prominent merchants’ association sends in this in- 
iry, Which touches everybody who sells on credit: 

“Is it within the law for a merchant to make a spe- 
ific charge for carrying charge accounts? Not neces- 
sarily an interest charge, but a fixed charge per month, 
acting as a penalty for allowing accounts to run more 
than thirty days. One of our members came to the office 
a few days ago and suggested that a straight 
charge on accounts did not 


} 
Le at 


Cll 


interest 
seem to have the desired 
He stated that he was in 
money, but to sell merchandise, 
and had thought some of making a specific charge per 
month for carrving book accounts. We told him that 
we could not see how it 


effect in bringing collections. 


business not to loan 


would be possible to carry. it 
out on the percentage basis without into diffi- 
culties with sugpestion 


running 
laws. The 
was that a charge of 5 cents on the dollar, or 5 per cent, 
be made tor each month the account is left unpaid. Is 


respect to interest 


it permissible to make a specific charge for carrying 
accounts under the present laws and can this charge be 
vreater than the regular interest rate?” 

{ was compelled to advise 
probability any 


this inquirer that in all 
such scheme would be held to be usury, 
i. e., the charging of illegal interest. The chance is that 
the man who made such a rule might collect the penalty 
from buvers their 
credit, but he could never collect it by suit, | am certain. 


The Cant 


some who wanted to re-establish 
books are full of decisions that this device or 
that one to collect more compensation for the use of 
money than the law allows, were simply thinls 

cks to avoid the usury laws. The 


might be 


veiled 
attitude of the law 


ty) 


foward such schemes described as one of con 


nuous suspicion. 
Of course, there is no question as to the right of a 
eller of merchandise to collect legal interest on overdue 
accounts, 
that he 


dealing, 


provided he tells his customers in some was 
intends to do so. If he establishes a course of 
however, by months he allows 
a customer to drag along his account without demanding 


nterest. he 


which for many 


cannot send a bill for acecrved interest with- 
ut notice, because his previous conduct was practically 
his right to charge it. But if he puts on 
he bottom of his invoices something like this: ‘This 
account bears interest at the rate of (what 
if not paid within 
he can collect the interest as readily as he 


a Walver ol 


per cent 
evel 


thirty davs, 


the legal rate for vour state is 
collects the principal. 
Some merchants who wish to draw a line between the 
mver who pays cash and the one who takes credit, do 
by establishing a cash price and a credit price. In 
this way you can figure into vour credit price not only 
terest on the money vou will have standing out, but 
That 
such. It is merely the putting of a 
legal premium on the paying of cash, or to 
tate it differently, putting a perfectly legal penalty on 
not paving cash. 


penalty as well. 
ever held it to be 


perfec tly 


is not usury, and no court has 


A cash discount is really the same sort 
a scheme—it rewards the cash buver, or if vou please, 
penalizes the credit buyer. 


To go back to the question of usury, in spite of the 


very strict laws against 
firms, 
charging illegal money owned and getting 
away with it because nobody raises the question. The 
number of 


number 
institutions are 


usury, an astonishing 
of persons, corporations and 


interest on 


merchants, manufacturers or other commer- 
cial sellers in this class is comparatively Most 
of them are financial people loan or 
mortgage brokers, and so on. 


small. 
bankers, banks, 
Leaving out banks for a 
moment, none of the others are working on legal interes* 
today. On one pretext or 
much more than that. 
x” bonus, or 


another they are collecting 
Sometimes they call the excess 
commission, but the same 
have again and again been declared to be usurious and 
would be again did anybody take them into court. Prac 
tically nobody does, however, because it looks like welch 


lees, 


schemes 


ing, and the average man, in need of money, who agrees 
to pay an excessive interest for the use of it, will usually 
vo through with it rather than fight. too, the 
umount at stake is usually small. 


Then, 
I omitted banks from what I said, but the fact is that 
a great many banks and trust companies are today col 
lecting more than legal interest on loans. And 
get away with it, too, for the reasons set forth above 
So by the same token might a seller of merchandise. 
One reason usury flourishes so today is the lack of an 
effective penalty for charging it. Usually the 
penalty is the right on the part of the 
paid excessive interest to get it 


thes 


only 
person who has 
back again, ordinarils 
a fruitless proceeding because of the smallness of the 
sum involved. Only 
excessive interest a criminal offense. 


in a few states is the charging of 


<4<oP> 
WARNINGS FOR SUPPLY 
Have Been 
Distributors, Securing Money Under False Pretenses 
The National Supply and Dealers’ Asso 
ciation has been advised that a man traveling under the 
name of H. H. Bartlett, representing himself as a small 
lumber operator with a plant in South Sanford, Me., has 
been obtaining money 


WEN 


Smooth —Impostors Recently Operating Among 


Machinery 


from certain persons under false 


pretense. The man is approximately 5 feet 10) inches 
tall, weighs between 165 to 170 pounds, has a sandy 
moustache and is well sunburned. He is a very smooth 


talker and appears to know a great deal about the lum 
ber business. 

Mill supply manufacturers and distributors have been 
warned by C. EF. Sharrocks, 


Baker, Hamilton & Pacific Company, San Francisco, dis 


purchasing agent of the 


tributor of hardware and tools, to be on the lookout fot 
a man who represents himself as Mr. Baker of the firm 
of Baker, Hamilton & Pacific Company, and who is im 
posing upon both manufacturers and distr-butors to the 
extent of getting Mill 
supply men are warned against advancing money to ans 


them to advance him money. 


one Claiming to be a representative of this well-known 
“Whenever 
we have a representative in the East, he is always sup 
plied with a very liberal letter of 
from almost any banking institution.” 


Pacific coast company. Mr. Sharrocks says: 


credit, on which he 


can obtain money 
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The Western Tool & Mfg. Co. 


Springfield, Ohio 





Champion Expanding Mandrel 
A Necessity to Every Machinist 
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Patented 











Expansion of set 14 to 614 in. any diameter 
Wonderful Saving—Exact, guaranteed 
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Our No. 10 Takes the place of sixteen 
Solid Mandrels graduated by sixteenths. 





Another Great Seller—-Full Line 
Champion Emery Wheel Dresser 

















If you are looking for the best, try these. 
Positively nothing better made. 


We also make 


Toolholders—Vises—Shop Furniture 
New Catalog Free—Ask for one today. 


The Western Tool & Mfg. Co. 


SPRINGFIELD, OHIO 











To Jobbers 
Republic Offers 


a price basis 
inducing and 
making possible 
aggressive com- 
petition with 
reasonable 
profit return. 


QL 


The above paragraph is quoted 
from the Republic Mechanical 
Rubber Goods Sales Policy—a pol- 
icy which since its adoption has 
received the enthusiastic apprecia- 
tion of the jobbers throughout the 
country. 


This complete policy has already 
been distributed throughout the 
trade. If you have not received 
a copy we Shall be glad to send 
you one. It contains information 
that is to your advantage to thor- 
oughly understand. 


THE REPUBLIC RUBBER COMPANY 


Youngstown, Ohio 


REPUBLIC 


BELTING’ PACKING 
* HOSE - 
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Transmission manufacturers and distributors may 
find much of interest to them in some of the discussions 
which ensued at a recent annual convention of the Asso- 
ciation of Operative Millers. This latter association has 
over 1,000 members, most of them active in the milling 
business and consequently constituting a great purchas- 
ing power affecting the mill supply industry. 

L. R. Henkle, superintendent of the Lawrenceburg 
Roller Mills, Lawrenceburg, Ind., read a paper on ‘Pack- 
ing and Loading Including Other Costs of Production.” 
After analyzing costs of packing and loading in several 
typical mills in various parts of the United States, Mr. 
Henkle stated that among the other costs of production 
in the manufacture of a barrel of flour are the following 
items: Power, lubrication, repairs and renewals and 
mill supplies. He then covered these items as follows: 

“A careful study of power data in mills ranging in 
capacity from 500 to 7,500 barrels’ daily capacity does 
not show a great variation in barrels per horsepower 
used in mills of different capacities, the actual cost of 
power averaging approximately 11 per cent per barrel. 
This figure is obtained from a comparison of power cost 
data on 10 mills, varying in capacity from 1,200 to 7,500 
barrels. The largest mill having a power cost of 10'. 
cents and the smallest a cost of 14!» cents per barrel. 

“Lubrication, while of great importance in the opera- 
tion of a wheat flouring mill, represents the smallest 
item entering into the cost of manufacturing a barrel 
of flour. The average cost is $0.003 per barrel. 

“Repairs and renewals are subject to somewhat wide 
variation in different mills as well as a variation in the 
same mill from year to year. Data on a 2,000-barrel 
mill, for instance, showed a cost of $0.0374 per barrel 
and a 3,000-barrel mill had a cost of $0.043 per barrel. 
The average cost of repairs and renewals is about 4 
cents per barrel. 

“Mill supplies average approximately 1.5 per cent per 
barrel, and vary from $0.018 in a 1,000-barrel mill to 
$0.0101 in a 3,000-barrel mill.” 

Following the reading of this paper, a spirited dis- 
cussion of the costs of production was started. One 
miller stated that his company had recently expended 
$200,000 in a new power plant. Previously the company 
had been buying power from a central station, and the 
cost was 9 1,3 cents per barrel of flour. The company 
is now producing its own power at a saving of approxi- 
mately 3 cents per barrel over the former cost, which 
means a saving to the mill of approximately $2,500 per 
month. 

Here is a statement made by one prominent miller: 
“It seems to me that the greatest thing facing us in 
the operation of a mill at the present time is the reduc- 
tion in the consumption of power. There isn’t any ques- 
tion in my mind but what we are using too much power, 
every one of us, and there are various places in which 
we can reduce that power, and I believe it is up to us to 
look our plants over and reduce the consumption of 
power. I am getting to be a fanatic on producing a 
barrel of flour with a small kilowatt or small horsepower 
consumption, and if we meet world competition we must 
reduce our power consumption. I believe that is an 
important item. Getting back to my subject again, there 








Millers Taking More Interest in Supply Costs 


Discussions at Recent Convention of Operatives Indicate that 
Greater clttention Will Be Given to Subject of Power Problems 


are possibly some of you operating friction clutches of 
a wing type clutch. Does it ever occur to you that it 
costs you money to operate those clutches? Some two 
years ago I had occasion to check up on a 54-inch clutch 
ot the wing type, and it cost us just about 15 horsepower 
to get that clutch up to 450 revolutions per minute. 
Those are the things that count. If that had been an 
enclosed type of clutch where there was no air resistance, 
we would not have had any power consumption to speak 
of; but the rims and spokes, it was just the same as a 
fan, and we had enough air resistance to cost us 15 
horsepower in that little operation.” 

Another miller then took the floor and here is what 
he suggested for the benefit of mill builders and supply 
men: ‘All the spokes in our pulleys around the mill are 
consuming a great deal of power. If our mill builders 
were as progressive as the automobile men I think we 
would have disk pulleys on the rolls. They would be 
much easier cleaned. There wouldn’t be the chance of a 
sweeper getting an arm in them and losing it. I haven't 
seen any roller coming out with any pulleys on which 
would be better all the way around.” 

Following him on the floor came one of the earlier 
speakers with the following remarks: “There is no use 
of our passing the buck about this power question. The 
operative millers have got to know what they want. 
They have to buy what they want. If they want to buy 
disk wheels, they can buy them. I have been through 
some of the most modern mills in the last two or three 
years, and I saw some of the crudest milling engineering 
in those modern mills that I ever saw in my life. The 
fact of the matter is that we have more crude installation 
in the modern type mill than we have in some of the 
older type mills. If the operative miller would educate 
himself to a point to know what he wants and get next 
to the mill manager, the man that is buying the thing, 
he will buy what we need in the way of milling engi- 
neering work, and I heartily agree with Mr. Lawson 
(one of the previous speakers) that we should make a 
barrel and a half of flour for every horsepower we use 
instead of one barrel if we get our lesson.” 

The paper which started this discussion drove home 
to the millers the necessity of cost accounting, and it is 
quite likely that more attention will be given to the cost 
of power, repairs and mill supplies than in the past. 
Here are some pertinent extracts from this paper: 

“The development of our transportation systems, open- 
ing up new sources of supply of raw materials, and new 
and larger markets for milling products, encouraged 
growth in the milling industry and later during the war 
period the growth of the industry was further extended 

in fact, over-extended—to the point where competition 
forced a great many changes in the operation of the 
mills and the manner of disposition of their products. 
With this increase in competition came the desire to 
improve the quality of the product and reduce the cost. 
This process is going on continually, each mill endeavor- 
ing to produce the highest possible quality with the 
lowest possible cost. Under this system of strenuous 
competition, the miller immediately recognized the neces- 
sity of reducing cost of labor through the introduction 
of labor-saving machinery, the cost of fuel or power, and 
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gladly tell you why. 


ALE Xu ANDE “RI BROTHE 


14 South nin Pan delphia 
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Pressed Steel Ladles 
and Kettles 
Unsurpassed in strength, dura- 
bility,and quality ofworkmanship. 








Write for Bulletin No. 21 


Showing our complete line with prices. Large 
stock of all styles and sizes enables us to 
meet your requirements without any delay. 


MULLINS Bopy CORPORATION 
sto W. J. Clark Co 


102 Mill Sai Salem, Ohio 

















\ LEATHER BELTING 


Use Alexander Flexotype 
for Hardest Drives. Any 
Alexander Dealer will 
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fact every item entering into the total cost of opera- 


tion of producing a barrel of tlour. 


“Until 
onception ol 


barrel of flour, and 


the average miller has had little 
cost him to produce and market a 
of the small 


recent years, 
What it 


as a result 30 per cent 


merchant tlour mills went out of business between the 
ears 1914 and 1921, or in other words, according to a 
survey made by the Federal Trade Commission, 2,100 


+°Pr 








mills ceased operation during that period largely as a 
result of their inability to meet the competitive condi- 
This point is mentioned simply to 
impress the importance of accurately ascertaining the 


tions prevailing. 


cost of every operation entering into the expense of 
manufacturing a barrel of flour, and that no mill can 
meet prevailing conditions without having this «very 


necessary knowledge.” 


Want Association Members to Be More Active 


Supply and Machin ry Caters 


George A. Fernie ecreta treasurer of the National 
Supply and Machinery Dealers’ Association, in accord 

With a suggestion made by George Puchta, pres 

( the Queen ¢ Supply Company, Cin iti, at 
meeting of the executive committee of the association 

at Cleveland last May, has inaugurated a series of bul 
etins for the purpose of drawing the attention of mem- 
| oO the various activities in which the organization 
engaged Here are some extracts from the July 

\\ can the miation do This is a very fre 
! ule oO! d th inswer is——Our association can, 
ud and will undertake any work having for its pur- 
pose the placing of the distribution of supplies and 

n hinel upon a more pleasant and pre fiiable basis. 
“We cannot combing estrain a manutacturer or a 
If a Hbutor oO Ve a cu ymmer, We cannot com 
( » Increase, or tor that matter even to decreas 
but aside from the two features any ypera- 
worl a ul and ¥ ne 
| \ he be made more profitab I} 
r expense dl rs n 1 

( d One o Ou mombe 
1 tha | I talk regarding decreasiny 
nses \ econ Wearlsome, and we mu admit 
a tireseme, annoving and unpleasant subject. We 
re very certain, however, that a half hour spent by any 
ipply « ! idving our overhead expense re 
port for 1923, will enable him to effect some economie 
low ca ecut nereased margins? Th sub 

t Wa \ lil (| issed at our Cleveland conven 
tion and we wa vy certain that those who attended 
I executive ses t ed some well defined idea 
hich will ass them in pushing profitable lines and in 
paving less attention to those items which do not carry 


sufficient to erhead 
should be the attitude of 
who 


margin 
“What 
manufacturer 


cover OV expense. 
the association toward 


sells the 


the Sher 


sells a member and then 


member’s customers direct? Unfortunately, 


man Law prohibits an association or any combination ot 
Oo or more from giving publicity to a manufacturer 
vho acts in such an unscrupulous manner, but our in 


vidual members have a perfect right to refuse to 
andle the line of any manufacturer who has a selling 
policy of this character. It would be very helpful if 


ur association could classify manufacturers, and advise 


ir members when a manufacturer is pursuing a policy 


vhich is unfair and unethical. If, however, we attempted 


do this. th department of justice would, in a very 
hort time, be prosecuting our association and its) in 
vidual members. 

“Individually, our members have a right to buy or 


Started D\ Secretary of 


the National 


elssociation to Report Its Work 


and if a manufacturer is 


not pursuing a sales policy that is in keeping with the 


refuse to buy as they see fit 
ideas of an individual member of our association, the 


member has a right to refuse to purchase from = such 
manufacturer, 

“Our members individually have the right to question 
manufacturers as to their sales policies and if the buy 
ing departments of our members would be more diligent 
in ascertaining the sales policy of manufacturers before 
from them, there 
reyarding the policies of such manufacturers. 


“At our 


purchasing would be less complaint 


Cleveland convention we presented informa 


tion indicating that during the past four months mem 
bers had placed with the office of the association some 
Ott accounts, amounting to over $42,000. Of these 
accounts, 60 or 70 per cent were paid directly to the 
members interested, through the instrumentality of let 
ters sent the debtors by the association. This service 
is absolutely free and we trust that an increasing num 
her of our members will avail themselves of it. 

“At our Cleveland convention, Major A. Ef. Foote of 


the division of simplified practice of the Department o 
(Commerce, addressed us and told of the work being: done 
Hoover's 


facturers to eliminate unnecessary sizes and styles and 


under Secretary direction ino inducing manu 


varieties. Since the convention, we have received num 


erous suggestions as to lines which should be simplified, 
and we have forwarded these suggestions to the Depart 

Major 
this 


interested may be 


Foote is co operating: with 
trust that the 


induced to take definite 


ment of Commerce. 


very closely in matter and we 

manutacturers 

netion. 
“During the past thirty days, we 


number of bulletins listing surplus items held by 


have issued a large 
mem 
Numerous sales have been effected between mem 

this manner and we trust that freels 


forward to this office lists of such overstock as you mas 


bers, 
hers in vou will 
have on hand. 

“Replies are being received to our referendum request 
ing members to vote on changing the name of the asso 
substituting the word “distributors” in place 
As soon as replies are received from all 


ciation by 
of “dealers.” 
our members, the result of the vote will be presented 
fo our executive committee. 

“We have recently having 
pondence with the State Highway Department of Penn 
svivania with reference to the fact that the contractors’ 


been considerable corre 


hond requires the payment of labor and material claims 
wheelbarrows, 
tates 
would be 


hut does not cover drainage pipe, fittings, 
members in other 
thi office 


pleased to receive advice as the Commissioner of State 


hovels and other supplies. If 


have more favorable conditions, 














YMLL QUPPLIES 








Turned and Polished Shafting 
Milled Key Seats at Reasonable Prices 
Cold Drawn Rounds, Flats, Squares, Hexagons 
and Screw Stock 


Shipments from stock made the same day. Jobbers—Send for our stock list. 


BLISS & LAUGHLIN, Inc. 


Mills and General Offices: Established 1891 Chicago Warehouse: 
HARVEY, ILLINOIS 1023-1025-1027 West Jackson Blvd. 


Chicago Phone: Pullman 6496 Phone: Monroe 5356 and 5357 




















Does Your Blower Puff the Air? 
Does It Make a Great Noise? 


If it does either of these things then you 
are a logical prospective customer for 


LEIMAN BROS. 
ROTARY 
POSITIVE 

HIGH PRESSURE 


Patented 













“They Take Up Their Own Wear’”’ 





Used for 


Operating gas furnaces and blow pipes— 
oil fired furnaces 

fuel oil burning outfits 

agitating solutions 

agitating water-for ice making 

atomizers 

glass blowing 

testing for leaks 

pressing irons 

blowing chips and stampings from presses 
and machines 

blowing dust out of machinery 





Most big users of air pumps use Leiman Bros. 
air pumps. They do the work well and are a A ACUU 
recommendation in the sale of automatic ma- lso for V M 


chinery using air. 











for filling Lottles, milking machines, paper 


A FREE TRIAL feeders, vacuum cleaning, suction chucks, 
To automatic Machinery Manufacturers ahs dilitty | machines, labelling, steam 
vacuum heating. 


A SIZE FOR EVERY PURPOSE OR WE MAKE ONE TO FIT 
LEIMAN BROS., 60 Lispenard St., New York 


Vakers of Good Machinery for 35 Years 
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Highways of Pennsylvania has requested our suggestions 
regarding future contracts. 

“Several inquiries have recently been made as to the 
standard catalog page of the association. The proper 
size is 734x10°., which, of course, means a bound book. 
A loose leaf catalog would require a somewhat wider 
page on account of the extra space needed for binding. 

“In view of the publicity given the success a number 
of members of our association have had in securing 
refunds where their taxes for the years 1917-18-19-20 
were excessive, we have since the convention received 
numerous communications on this subject. As you will 
recall, the so-called relief provisions of the revenue act 


provide that where a concern paid a percentage of their 
profits higher than the average of the industry, and 
there were unusual conditions which caused this pay- 
ment of a higher percentage, it is possible to file a claim 
for a refund. 

“The figures quoted by our association indicate the 
percentages of the supply and machinery business: 
Percentage of federal 1917 1918 1919 1920 

taxes to net profits... .35.85 51.15 18.74 18.90 

“Tf any members have not vet given the subject con- 
sideration and desire the of this office, we 
will be glad to give them, their accountants or tax ex- 
perts such information and data as we have available.” 


assistance 


tor 


Survey of Current Business 


Shows Building Contracts Awarded Are Greater Than a Year Ago 


The Department of Commerce announces the follow- 
ing figures covering basic industrial and 
movements in June: 

Building contracts awarded in 27 northeastern states 
during June call for an expenditure of $331,147,000 in 
contrast to May awards totaling $358,554,000 and June, 
1923, awards totaling $323,559,000. In point of floor 
space June awards totaled 48,064,000 square feet as 
against 57,709,000 in the previous month and 46,344,000 
in June, 19238. Construction contemplated by June 
awards was larger for the commercial and public build- 
ings groups. Awards for residential and for educational 


commercial 


building construction declined from May but were 
greater than a year ago. Production of cement in June 
declined slightly from the previous month but was 


greater than in June last year while shipments increased 
over both comparative periods. Cement stock in manu- 
facturers’ hands declined from the previous month but 
were in excess of holdings a year ago. Wholesale cement 
prices showed no change from the May average. Prelim- 
inary reports on the lumber industry show reduced pro- 
duction from May of Northern pine, North Carolina 
pine, and Douglas-fir lumber, and maple, beech, and birch 
flooring. 

Stocks of cotton at mills and warehouses on June 30 to- 
taled 1,833.829 bales in contrast to 2,284,489 bales at the 
end of the previous month and 2,574,652 a year ago. Mill 
consumption of cotton in June declined to 350,277 bales 
from 413,649 bales in May as compared with a decline to 
542,026 bales in June, 1923, from 620,854 bales in May, 
1923. Imports and exports of cotton declined from the 
previous month but were larger than a year ago. Cotton 
spindles active during June totaled 29,216,000 as against 
30,493,000 in the previous month and 34,856,000 a year 
ago. 

Production of steel ingots in June amounted to 2,056,- 
166 tons as against 2,628,261 in the preceding month and 
3,767,256 tons a year ago. Unfilled tonnage of the U. 5. 
Steel Corporation on June 30 totaled 3,263,000 tons which 
contrasts with 6,386,000 tons last year. Unfilled tonnage 
of independent sheet mills aggregated 246,810 short tons 
on June 30 as against 503,175 a year ago. June produc- 
tion by independent sheet mills represented 41 per cent 
of capacity as compared with 60 per cent in the preceding 
month and 80 per cent last year. 

Sales of four ten-cent chains totaled $15,485,000 in 
June as against $17,075,000 in the previous month and 
$14,912,000 in June, 1923. 


slightly higher in June, the index relative to 1913 as 100 
standing at 142 for June as against 141 in the previous 
month and 144 a year ago. Wholesale prices averaged 
for 404 commodities showed no change from May but 
were 4 per cent below June of last year. 


toe 


HOPES FOR BETTER CONDITIONS 
Lewis Mill Supply Company Reports Business Slou 


Vow, but 
Company Has Closed a Satisfactory 


Year 

T. W. Lewis, president of the Lewis Mill Supply Com- 
pany, Helena, Ark., says that business conditions in his 
section of the country are very unsatisfactory at the 
present time, as the hardwood very slow. 
About 50 per cent of the mills are shut down, and the 
other 50 per cent are planing goods only when they have 
to do it. ‘‘Naturally,” says Mr. Lewis, “it reduces our 
volume and affects our business considerably.” 


business is 


“With reference to the oil mill industries and cotton 
gins,” continues Mr. Lewis, “we are all waiting now to 
see what the prospects are for the cotton crop, and we 
shall know within the next few weeks what the answer 
will be. Conditions in general are in a very bad way 
now, but we hope for the best.” 

Then Mr. Lewis states that his company’s fiscal year 
ended May 30th, and that he is glad to report that the 
year just closed very satisfactory one, and he 
hopes that the end of the present year will show equally 
good results. 


Was a 
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Rubber Goods Sales Higher 
Republic Rubber Company, Youngstown, O., reports 
substantial improvement in demand for mechanical rub- 
ber goods from industrial buyers. Railroad purchases 
are 50 per cent greater than three months ago, accord- 
ing to reports from the company. 
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Link Belt Company Changes 

Charles Piez, formerly president of the Link Belt Com- 
pany, Chicago, has been elected chairman of the board 
and chairman of the executive committee of that com- 
pany, and has been succeeded as president by Alfred 
Kauffman, formerly vice-president in charge of the In- 
dianapolis branch. Mr. Kauffman has been with the 
company for 24 years. For the present he will continue 
to make Indianapolis his headquarters, and will have the 


Retail food prices averaged general direction of both operations and sales. 
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4 Me... 
SPLIT 
PULLEY 


RUST? 
CRYSTALLIZE >? 
SLIP ON THE SHAFT? 
SHEAR AT THE RIVET? 
CAUSE BELT SLIPPAGE 


Give anything but satisfactory service? 
IT CAN’T 


ITS A WOOD 
PULLEY 





Write for Dealers’ 
Proposition 





REEVES PULLEY 
COMPANY 


Columbus, Indiana 





Every Steamer From 
Scotland Brings 
a Shipment of 
Moncrieff 
Gauge Glasses 


‘THERE is no let-up in either the 
demand for Moncrieff’s Gauge Glasses. 


the 
We hav2 
been selling them for 54 years and they are still 
going strong. A large stock is always on hand as 
constant shipments are received from the original 
Moncrieff plant in Scotland. Look ove- you 
and let us quote on your requirements. 


“947 1, _ 
Supp.y o1 


stock 


200° Tbs. 
100 Ths. 


Perth rand tor 
Uniftic Braud tor 


H. A. ROGERS CO., 


87 Walker 
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pressures up to 


New York 


Street Sale Agents for the 


BONG EELS 
() — Cenc a 


eg ee eine 


United states 


























Machine Molded Gears 


{ll Kinds. 


16,000 different fixtures to select 
from, thus saving pattern cost 


Types and Sizes 


Whether it is an 
ordinary spur gear 
or a mortise design 
such as the one 
shown, we have spe- 
cial machinery and 
unusual facilities for 
the rapid production 
of all kinds of gears. 
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Made by improved 
machine moulding 
method. 

A skilled organiza- 
tion of 81 years’ ex- 
perience. 

A gear service un- 
equalled. 





We have the most complete selection of Cast 
Gears of any manufacturer—Not a 
but that are 


hand ready for use. 


theoretical 


compilation, patterns actually on 


Our Catalog will aid in your Gear problems 


Poole Engineering and Machine Co. 
BALTIMORE MARYLAND 
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with a 
CADILLAC Portable Electric BLOWER 
Equipped with Norma Precisie Ball Bearings—Requires no Oiling 
Thousands of Cadillac Blower are i n ally 





It 1 levic keeping 
ist and switchboards, and 
eve . 

It oO il i and di f machinery, 
ne afting, ir and places otherwise in- 
acce le It e ri 1 lepreciation in 
electrical and ert iner 

Dr air f the CADILLAC BLOWEI annot injure 
winding 1 yn » ¢ 1 1a ith compressed 

Wei € 1 € 2 ight ke 
\ of t idillac Vacuum 
603 fF wine Street, Chicago 
Canadian Factory: 70 Duchess Street, Toronto. 
Export Department: 119 Broadway, New York City 
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| New Products 








Link-Belt Company of Indianapolis has developed a 
new top for its regular compression grease cup. This 
top is hexagonal in shape, providing a good grip for 
both hand and wrench. The cup is also provided with 
a raised slot so that it can be turned with a screw driver 
when it is so located that it is inconvenient for the hand 
or wrench. It is made of malleable iron. 


The John Steptoe Company, Cincinnati, has placed on 
the market a new portable cylinder boring and honing 
I machine, operated by a 1» horse- 

power electric motor from a_ light 
socket. The machine is designed to 
bore and hone cylinders from two and 
five-eighths inches to six inches diam- 
eter to a depth of 15 inches. The 
finished surface will have a mirror- 
like appearance and the performance 
of the engine will be much improved 
since the bore of the 
perfect and = also 


eyvlinders is 
slightly oversize. 
The machine is so constructed that 
it will handle cylinder blocks of all 
motorcycle blocks included. It is 
claimed with it the following time is required to finish 
cvlinder blocks: 





sizes and shapes, 
Four cylinders, 1 hour; six cylinders, 
1’. hours; eight cylinders, 2 hours. The new machine 
is provided with a self-centering boring head. The 
spindle is of steel measuring 1'5 inches diameter. 

The Neil & Smith Electric Tool Company, Cincinnati, 
has placed on the market a new bench drill stand which 
accommodates four sizes of drills without requiring addi- 
tions in the way of separate adapters, or the removal 
or change of any drill parts, when used in the stand, 
as the drills can be clamped in the stand without altera- 
tion from position they are in when used as_ port- 
able tools. The bracket carrying the drill has V clamp 
features which with two flat spring clamps hold the 

















drill rigidly. It can be raised or lowered or swung around 
to any point on the vertical column and clamped securels 
in the desired position. An adjustable depth gauge is 
provided on the bracket guide rod to enable the operator 
to drill holes to a predetermined depth. To transform 
the stand into a post drill stand requires only a longer 
column and two holding brackets. The accompanying 
illustration shows the stand in use with four sizes of 
drills. 

The Chisholm-Moore Manufacturing Company, Cleve- 
land, has issued a bulletin describing its new line of 
electric hoists. The hoists have a standard enclosed 


crane motor, a special hoist service controller, two re- 
ductions of spur gears, a Weston load brake, a winding 
drum, a hook block and a mechanically operated motor 
brake. 

Walls Sales Corporation, New York City, has placed 
on the market a new direct connected motor driven 
abrasive band grinder, an outstanding feature of which 
is that the abrasive band may be changed without danger 
while the machine is in operation. By pulling out a 
lever, spring tension on the loose pulley is released, thus 
pulling in the voke and pulley, allowing abrasive bands 
to be easily put on or removed. The bands at all times 
lie perfectly flat on the table after the lever is again 
released. The table over which the abrasive cloth band 
operates is planed true to produce level surfaces on 
finishes. The table is five-eighths inch thick, allowing 


oes 
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sufficient body for attaching fixtures when needed. 
The working table dimensions are 5 by 10!; inches over 
which the four-inch wide abrasive band travels. The 
latter may be brought to any fixed position by adjusting 
two thumb screws at the rear of the machine while it 
is running. The work guide may be moved to various 
positions or removed. The machine is operated by a 14 
horsepower motor, either 110 or 220 volts, alternating 
or direct current. When cord is used it can be plugged 
into any current outlet. 


The Porter-Cable Machine Company, 
placed on the market a new belt 


Syracuse, has 
sander and. grinder 


which ineludes several features. | 


¢ 


‘he machine has a grinding bed 
which may be used either in a 
vertical or a horizontal position. 
A variety of abrasive belts may 
be used. The belt is 6 by 54 
inches and runs at a speed of 
3,300 feet per minute. The 
machine is operated by a le 
horsepower motor which takes 
current from a_= lamp 
The driving pulley is 7’ inches 
in diameter. The idler pulley 
is four inches in diameter. 
Adjusting located > 
along the side of the frame. The*table is 4 by 7 inches 
and may be tilted 15 degrees down and 15 degrees up. 
It has an angle gauge. 


socket. 





screws are 


The Goulds Manufacturing Company, Seneca Falls, 
N. Y., has placed on the market a new cellar drainer. 
It is a small standard unit completely assembled, includ- 
ing motor, electric starter and float switch. It is built 
in one size only and carried in stock completely assembled. 
Its operation is automatic. When the sump is full, the 
float rises and actuates the switch which in turn starts 
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VOGEL Patented Frost-Proof Closets 


give satisfactory service, day in and day out, winter and summer 


factory. 
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The material used in the manufacture of VOGEL closets is the best to be obtained. 
The seats are exceptionally strong and durable, the operating levers are of mal- 
leable iron galvanized and will not break, the valve bodies are of good quality brass, 
and the entire fixtures are tested under hydraulic pressure before leaving our 


VOGEL PATENTED FROST-PROOF CLOSETS have stood the test of zero 


weather and many thousands have been in use for years without requiring repairs. 
When repairs become necessary, merely remove one valve cap in back of the 

bowl and the rod with operating parts may be 
a removed in an instant. 


The VOGEL is the simplest and most durable frost- 


proof water closet made. The price is right. 


JOS. A. VOGEL COMPANY 


SOLD BY ALL JOBBERS 


Wilmington, Delaware 























and Play Safe— 


To meet the _ In- 
dustrial need _ for 
proper drinking 
facilities, you must 
be prepared to spe- 
cify a fountain that 
will deliver the 
goods. 
There are a great many 
small plants and large 
ones too, who are in the 
market for a Sanitary 
Drinking Fountain. 
hen. why not. carry 
and Specify— 


Qe Specify— 
es Century Fountains 
l 


“Century” Ice 
Cooled Drinking 
Fountains 


The ICF 101 with the 
side stream bubbler head 


a+ is very popular and 
ToTmesc should be a ready seller. 
le : Put the “CENTURY” 


on the job and watch it 
make good 


Get our complete catalogue and special 


jobbers discount proposition, 


Century Brass Works, Inc. 
N. Illinois St. Belleville, Ill. 























We Manufacture 


Air Cocks, Ball Check Air Cocks, Com- 
pression Cocks, Cylinder Cocks, Gauge 
Cocks, Pneumatic Service Water 
Gauges, Radiator Air Valves, Register 
Gauge Cocks, Steam Cocks, Water 


Gauges. 
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Pheumatic 
Water Gauge 
No. 398 
Air Cock No. 6 
Patented 

are} 


M: 1 18, 1913 
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Cytindor Cock No, 108 


THE Roperts Brass Mrs. Co. 
DETROIT MICHIGAN 














When writing to Advertisers please mention MILL SuPppLies. 
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the motor. When the sump is drained, the float falls 
and the motor stops. Electric current is used only when 
the pump is running. 


The Hill Clutch Machine & Foundry Company, Cleve- 
land, has developed an “Industrial Type” spur gear speed 
transformer, a speed changing de- 
vice for such service as is encoun- 
tered in connection with conveyor 
drives and all general industrial 
work where’ speed’ transformer 
units are operated under con- 
tinuous or heavy service condi- 
tions. The new transformer con- 
sists of a nest of plain spur gears 
revolving in oil, changing the revo- 
lutions per minute of the input 
shaft to some desired revolutions per minute of the 
output shaft. The power transmitted is the same in 
both shafts. The gears all have 20 degrees involute form 
cut teeth. The central housing is located in the main 
frame. The speed shafts are supported in double bronze 
bearings. The cap and both ends can be quickly removed. 
The oiling arrangement consists of a continuous and 
thorough splash system lubrication obtained by a metal 
dise on the high speed shaft, which automatically lubri- 
cates every gear and bearing in the case. The entire 
unit is enclosed, is dustproof and leakproof. Both high 
and low speed shafts are in identical axial alignment. 
The action is positive and both shafts revolve in the 
same direction. The transformer is made in seven sizes. 
Each size has a number which bears a fixed relation 
to the diameter of the low speed shaft. The number 
also indicates the horsepower the low speed is capable 
of safely transmitting at 100 





revolutions per minute. 


Homestead Valve Manufacturing Company, Home- 
stead, Pa., has placed on the market two new products, a 
protected seat operating valve and a protected seat globe 
valve. The patented feature is the protected seat. The 
operating valve does not require leather cups. A fiber 
dise is used in the seat. 








Trade Literature 








The Waverly Oil Works Co., Pittsburgh, has issued a 
book of lubrication data containing charts and recom- 
mendations for the lubrication of all standard makes of 
engines and machines. 


The Oxweld Acetylene Company, Long Island City, 
N. Y., has published a new 48-page catalog illustrating 
and describing its extensive line of acetylene generators 
and oxy-acetylene welding, cutting, brazing, lead-burn- 
ing, heating and decarbonizing equipment. The book 
is replete with information useful to the user or pros- 
pective user of oxy-acetylene apparatus. 

The department of manufacture of the Chamber of 
Commerce of the United States, Washington, D. C., has 
published a revised edition of a pamphlet on ‘Perpetual 
Inventory and Stores Control.” 


A roster of more than 2,500 industries and repair 
plants in Louisiana, classified as to business, with post- 
office addresses, and giving the number of persons em- 
ployed in each case, has just been published and is being 
sold by Arthur M. Wood, 213 South Soloman street, New 
Orleans. This book also contains the names of sixty odd 
new industries now under construction, as well as a list 


of names and addresses of more than 330 labor organi- 
zations and other valuable information. All told, there 
are more than 3,000 names, including every industry in 
Louisiana. 


The Cunard Steamship Company, Limited, 25 Broad- 
way, New York, has issued a 36-page booklet on “How 
to Route Freight to and From Inland Points in the 
United Kingdom.” It contains a list of cities in Eng- 
land, Ireland, Scotland and Wales, having a population 
of over 10,000, and also those over 100,000; map of the 
British Isles; metropolitan boroughs of London; popu- 
lation of Greater London; port of London authority 
docks; Southampton to London service; distances in 
miles by rail between points in England, Scotland and 
Wales. Copies of this booklet will be furnished on ap- 
plication to the company. 


The Armstrong Machine Works, Three Rivers, Mich., 
has issued a new catalog, designed as a temporary cata- 
log for use pending the publication of a larger and more 
complete one which is now being prepared. It includes 
a description of the company’s products, a table of 
capacities, price lists, shipping instructions and instruc- 
tions for the installation and maintenance of Armstrong 
steam traps. 


Chain Belt Company, Milwaukee, Wis., recently is- 
sued a new catalog and engineering handbook, No. 210, 
which shows a complete list of the company’s products, 
and in addition contains tables of weights, charts, di- 
mensions, illustrations, and a considerable amount of en- 
gineering data. 


New York Belting & Packing Company, New York, 
has issued a new general catalog, describing its entire 
line of mechanical rubber goods. It contains 222 pages, 
well illustrated throughout and containing in addition 
to the general descriptive matter, price lists and_ in- 
formation on power transmission and other problems. 
Several pages are devoted to the company’s telegraph 
code. 

W. E. Caldwell Co., Inc., Louisville, Ky., manufacturer 
of tanks towers and transmission appliances, has issued 
the 35th annual edition of its catalog, which contains 
descriptions and illustrations of the standard lines which 
the company manufactures. Price lists are included. 


The American Chamber of Commerce in Germany, 
with headquarters in Berlin, has issued an American 
3uyers’ Guide, a classified directory and handbook for 
American importers and exporters. The book contains 
articles upon various commercial subjects, miscellaneous 
tables, lists of firms in alphabetical order, a classification 
of German export merchandise limited to members of 
the chamber, and a classification of German import mer- 
chandise. One of the most interesting features of the 
book is a five-page tabulation of dollar-mark exchange in 
Berlin from 1919 to 1923. It shows the day by day 
drop of the mark during this five-year period. Based 
on the pre-war rate of 4.197 marks to the dollar, the 
table shows that this latter figure changed from 7.95 
marks on January 2, 1919 to 48.43 marks on December 
31, 1919, and at the close of 1920 had catapulted to 73.37 
marks. At the close of 1921, the dropping mark had 
fallen to 184 to the dollar, and in 1922 the fall brought 
it to the new low mark of 7350 to the dollar. The real 
crash came in 1923 when from a figure of 7260 marks 
to the dollar on January 2, the mark dropped day by day, 
and fluctuated so wildly that at the close of December, 
1923, the dollar was worth 4,200,000,000,000 marks. 
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CLASS A GOVERNOR 


PICKERING PRODUCTS 


Are Universally Recognized as the Standard for Re- 
liability, Durability and Continued Efficiency. 

The Governor needs no introduction because of 
over 60 years’ marketing and Oil Pump—shown at 
right—is growing to equal prominence by the serv- 
ice it is giving as a dependable Steam Engine Cy]l- 


Those not handling these two items are losing 
sales and should write 


THE PICKERING GOVERNOR CO. 


PORTLAND, CONN. 





SINGLE FEED OIL PUMP 








us for thirty-six years. 


The McRae & Roberts Co. 


Long Distance Phone 


We have customers who have been buying from 


Better join our family. 


The next time you need any Engine and Boiler Trimmings, Plumbers’ 


Supplies, Water Gauges, Gauge Cocks, Air Cocks, Steam and Gas Serv- 
ice Cocks, Bibbs, Basin Cocks, Brass Fittings, etc., 


mail your order to 


Detroit, Michigan 


Cedar 74 














Good Machines 
Need Good Clutches 


Nearly a hundred makers of 
machine tools endorse the 
Edgemont Friction Clutch 
by making it a part of the 
machines they build. 


] Edgemonts are equally well 
adapted to lineshaft and 
counter-shaft duty. If you 
are not selling them, get our 


i} catalog and prices. 


Dayton, Ohio 





| 
The Edgemont Machine Co. 



























Your Belting Customer expects. the 
elt you sell him to deliver Power 
Naturally you recommend to him the 
Belt best — to his) requirements 
One step further wit insure him con- 
faNOUS bP, wer transmission and = eco 
nomical r rodi iction i selling him 


Crescent Belt Fasteners with every 
roll and cut leneth of Belting 
Crescent Belt Fasteners make a join 
ing permanent for the life of the belt 

one iob one cost They hold 
They don’t wear. They maintain the 
full streneth of the belt for the full 
life of the belt For an interestin 
Booklet on this aid to Power, write 
to the Crescent Belt Fas “gy — 
247 P ark \venue, New York, 


















2) CRESCENT 
BELT FASTENERS 
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Using Conveyor Belts 





Along the Mississippi 


Cnusual Service in Work of Sinking Willow Mats Against Levees 
ldded Another Application to the Long List of Uses for Belting 


R. McPEAKE 


The accompanying illustration pictures a new phase in 
man’s endless struggle with the resistless power of the 
Mississippi river. The picture was taken near Memphis, 
Tenn., where the United States engineers of the first 
and second districts of the Mississippi River Commis- 
sion are engaged in sinking willow mats against the 
levees of the river, so that the willows may sprout and 
grow up into a dense thicket, to hold the levees against 
the erosion caused by the river currents. The engineers 
in charge of this work are Major Montgomery Gardner, 
director, and W. J. Gilfillan, Jr., superintendent. 

The mats are made of willow trees, cut into long 
branches or poles, which are woven together with wire, 
to form mats usually 250 feet wide by 750 feet long, 
and sometimes as long as 1,000 feet. After the mats 
are woven, they are floated down the river to the desired 
point, tied to the levee, and loaded with stone to sink 








CONVEYOR BELTS IN USE ON LEVEE WORK 


them and hold them in place. This is done by bringing 
loaded stone barges alongside, and using a series of 
portable conveyors to carry the stone from the barge 
to all parts of the mat. 

The conveyors shown in the illustration are of Barber- 
Greene Company’s manufacture, and are equipped with 
belts made by the Diamond Rubber Company. The belts 
are 24-inch 4-ply construction, with one-eighth inch 
rubber cover on both sides. The material handled is 
man crushed rock, with pieces varying in weight from 
approximately 30 pounds to a maximum of 125 pounds. 
The work necessitates a series of five conveyors, as 
shown in the illustration. The first one, which is used 
as a barge unloader, is 24 feet in length, and the other 
four 60 feet each. They are geared in such a way as 
to reduce the normal speed of 180 feet to about 109 
feet per minute. 

In the application of these conveyors to this unusual 
service, some practical recommendations have 
worked out, as follows: 

(1) To take care of the drop from the first conveyor 
to the second (which varies from six feet to nine feet 
during the process of unloading), a flexible curved metal 
chute was devised, and the end flashed with rubber belt- 
ing, thus preventing injury to conveyor belt No. 2. 
(2) The loading hopper and metal garner boards on the 
first conveyor belt required special adjustment, to pre- 


been 


vent garner boards being beaten down against the belt 
by the heavy stone handled. (38) Metal chutes between 
the second, third and fourth belts were placed below the 
level of the discharging belts in order to prevent ma- 
terial lodging between the belt and the chute. 

As the mats settled under the water, the conveyors 
are in turn removed to auxiliary barges. This is, we 
believe, a rather unusual application of conveyor belts. 

The increasing use of portable for the 
handling of coal and ashes in power plants and the load- 
ing and unloading of all sorts of materials, makes it a 
practical certainty that conveyor belts in standardized 
widths and plies will be stocked by the larger mill supply 
houses in the not far distant future. 


conveyors 


INCREASED FOREIGN BUSINESS 


tmerican Trade With Other Countries Shows Larger 
Purchases by Many Nations 


fnalysis of 


Increased purchases of American goods were general 
all over the world during the first quarter of 1924 as 
compared with the same period in 1928, according to a 
statement just issued by the foreign commerce depart- 
ment of the Chamber of Commerce of the United States. 
This statement is based on an analysis of American 
foreign trade for the first quarter of the vear just com- 
pleted by the department. 
“that of America’s twenty best customers, which take 
about 90 per cent of all our exports, only four purchased 
less from us in the first three months compared with 
the same period last year. Exports to Germany, our 
third best market, increased from $75,559,000 to $126,- 
213,000, or 67 per cent. A large part of this gain was 
due to purchases of American cotton. In our list of best 
customers bettering their last year’s purchases, are such 
important markets as Germany, Japan, France, Cuba, 
Italy, Netherlands, China, Australia, Mexico, Belgium, 
Spain, Brazil, the Philippines, Sweden and South Africa. 
Markets showing falling off in purchases include Canada, 
with its $12,000,000 decline; Argentina, $2,000,000; Den- 
mark, $883,000, and Great Britain. Our loss in sales to 
Great Britain was only six-tenths of 1 per cent. 

“Only twenty-five of our chief sources of supply out 
of sixty-five sent us merchandise of greater value during 
the first quarter of this year than during the same quar- 
ter of 1923. The high price of sugar gave Cuba first 
place among our suppliers, with imports valued at $127,- 
829,000, or $14,000,000 higher than a year ago. Canada 
is in second place, with a gain of $9,200,000. Noteworthy 
increases among the twenty leaders were made by 
Mexico, $4,700,000; Chile, $7,200,000, and the Philip- 
pines, $3,800,000. , 

“Severe declines were the lot of Great Britain, $24,- 
222,000; Japan, $11,700,000; China, $16,400,000; British 
India, $11,600,000; Argentina, $14,500,000, and Italy, 
$9,200,000. Smaller losses were sustained by Brazil, 
France, Straits Settlements, Germany, Netherlands and 
Egypt. The greater proportion of our suppliers of lesser 
importance also showed smaller shipments to us. The 
decline in our imports from all countries for the quarter 
amounted to $80,828,000, or nearly 8 per cent.” 


It was shown by the analysis 
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Allsteel Desks 


Appearance—Rich baked-on enamel, 
olive green or mahogany. Bronze trimmed. 
Wear-resisting, stain-proof dark green 
linoleum top. 

Utility —Drawers operate smoothly — 
noiselessly. Files of all sizes may be fitted in 
drawers. Automatic central lock. 

Long Life—Desks indestructible. No 
warping or checking. Nosticking of drawers. 
Complete Line— Roll top—flat top— 
typewriter—single or double pedestal. 
Reasonable Price— Prices no higher 
than for high grade wooden desks. 


Shelving, Files, Desks, Transfer Cases, Safes, 
Counter-heights, Sectional Cases, Accessories and Supplies 


THE GENERAL FIREPROOFING CO. 


Youngstown, O. Dealers Everywhere 
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E Made for maximum service | 
= not merely the av age 








Business Builders 


Merchandise that will help 
build your business must be, 
among other things, mer- 
chandise you can sell with 
confidence. It must do sat- 
isfactorily the work for 
which it is recommended. 
In fact, it should function so 
well that when additional 
merchandise is needed, the 
user will have no other. 





Merchandise, to be a profit- 
able line for a mill supply 
house to carry, must of 
necessity be a_ business 
builder. 


Jenkins Valves are a product of 
this class. They are business 
builders in full measure. For 
sixty years they have given 
thousands of valve users every- 
where unfailing performance 
under all conditions of opera- 
tion. 





The genuine service Jenkins 
Valves always give is creating 
an ever-growing demand that 
you can capitalize to your own 
profit and advantage. 


Are you getting your share of 
this business by carrying and 
recommending Jenkins Valves? 


JENKINS BROS. 


80 White St. New York, N. Y. 
524 Atlantic Ave. Boston, Mass. 
133 No. Seventh St.....Philadelphia, Pa. 
646 Washington Blvd. Chicago, III. 


Always marked with the" Diamond" 
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SINCE 1864 


















When writing to Advertisers please mention MILt SupPLies 
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GUESSING CONTEST FEATURED 
Waterbury Mill Supply Distributor Had Interesting Exhibit at 
Recent Industrial Exposition in “Brass City” 


M. J. Daly & Sons, Waterbury, Conn., distributor of 
mill, steam and plumbing supplies, held an interesting 
prize contest in connection with its exhibit at the recent 
industrial-mercantile exposition in the “Brass City.” 
Each person visiting the Daly booth was permitted to 
guess the combined weight of a six-inch wrought iron 
bend with special flanges and an eight-inch semi-steel 
body flanged globe valve. Several thousand votes were 
recorded, and while no one guessed the exact weight, 
which was 801 pounds, 26 visitors guessed within one 





M.J.DALY & Si 
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VIEW OF DALY EXHIBIT 


pound of it, and the prize was finally awarded to a 
woman, the decision being made following a drawing 
from the list of 26 names. 

The exposition in which the Daly company had an 
exhibit was held in connection with the celebration of 
the 250th anniversary of the founding of Waterbury. 
It was an educational proposition rather than a sales 
idea, the object being to show to the peeple of Water- 
bury what their own products were and to give employes 
of the industrial establishments an opportunity to see 
the results of their labors, many of the employes who 
work on one process in the manufacture of brass having 
never had an opportunity to see the finished products. 

The attendance at the exposition was approximately 
15,000, and the event was so successful that many manu- 
facturers have requested that the Waterbury Chamber 
of Commerce make it an annual event. 

—=—or 
FIFTEEN YEARS IN BUSINESS 
VYcMullen Machinery Company Calls Attention of Its Trade to 
the Members of Its Organization 

The McMullen Machinery Co., Grand Rapids, recently 
celebrated its fifteenth business anniversary. To call the 
attention of the trade to the event, the company published 
an illustrated bulletin containing halftone reproductions 
of the executives and sales representatives of the com- 
pany, together with a list of the lines carried in stock. 

The company was organized in 1909 by George K. Mc- 
Mullen, who has since presided over its destinies as presi- 
dent and general manager. Mr. McMullen is an electrical 
engineer, a graduate of the University of Michigan. He 











has been connected with the mill supply business for over 
a quarter of a century. In its fifteen years of experience, 
the McMullen company has grown until today it is 
capitalized at $250,000, and carries stocks of machinery 
and supplies valued at $150,000. Included in these stocks 
are complete lines of woodworking machinery, manual 
training and vocational school equipment, metal working 
machinery, compressed air equipment, machine shop 
accessories, contractors’ equipment, electrical equipment 
and transmission equipment. 

The anniversary bulletin contains pictures of the 
following members of the organization, in addition to 
Mr. McMullen: A. V. Hoffman, secretary, treasurer and 
office manager; J. E. Monahan, sales manager; C. D. 
Stryker, assistant sales manager; J. N. Newbouldt, C. M. 
Bradfield and Fred W. Redemsky, general representa- 
tives; F. N. Willyard and J. E. Robinson, factory equip- 
ment sales; and W. G. Foote, wood working machinery 
specialists. 

Mr. Monahan, sales manager of the company, is a 
mechanical engineer, a graduate of Armour Institute of 
Technology. He has been with the McMullen organiza- 
tion for the past eight years, and had previously had 
seven years’ experience in the machinery business. 
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GOLF AT YOUR FACTORY DOOR 


It's a Grand Idea Developed by a Chicago Manufacturer and 
Should Make Business a Pleasure for Customers 

Here’s the most recent addition to the list of factory 
conveniences—an eighteen-hole golf course right next 
door to the factory office, owned by the company and 
operated for the benefit of executives and customers, so 
that the latter may get a little something extra from a 
visit to the plant. The grand idea is that of the Grip 
Nut Company, Chicago, manufacturer of railway sup- 
plies, whose factory is located at 5917 South Western 
avenue. During the middle of July the company took 
title to a tract of land, located next to its factory, which 
gives it a total frontage of 200 feet on the boulevard and 
a depth of 800 feet. 

On the newly acquired property an eighteen-hole prac- 
tice golf course is to be laid out. It will cover two acres 
and will be sufficiently interesting so that all business 
visitors at the factory who like to “chase the little white 
pill” may have some putting practice on the green before 
they get down to serious business. 
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Ultra-Violet Light Factor 

That exposure of a polished metal surface to ultra- 
violet light may render it increasingly liable to corrosion 
is indicated by tests conducted by the bureau of stand- 
ards, Department of Commerce. Specimens of Armco 
iron, medium carbon steel, stainless steel and high nickel 
steel were used for the tests and were exposed to the 
rays for eighteen hours. Moisture from the breath was 
found to condense differently on the exposed and unex- 
posed surfaces, rendering the two easy to distinguish. 
On the exposed part the drops.of condensation were 
larger than on the unexposed, and the surface looked as 
if a very thin film of oil had been spread over it, making 
it less easily wetted than is the unexposed surface. In 
the case of medium carbon steels very noticeable cor- 
rosion of the exposed spot was found to occur after four 
condensations of moisture, while the rest of the surface 
was hardly attacked. Chromium and nickel steels did 
not show any corrosion, although there was the same 
difference in appearance between exposed and unexposed 
surfaces. 
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“To Get the Right iiaeaitbeial with -MEDART- 


Get the 


»>MEDARP 
Wood Split 
PULLEY 
from Stock! 


© What are the sizes, 
regardless of what 
quantities, you want 
shipped TODAY? 

© Wire them—phone them 
house racks 
@ You can always 
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they ll go off our ware- 
and on the ears in a jiffy. 


get them from stock, and for a fair 





price, at “Medart’s.” 
Mi PPLY DEAI - } 1 
= P ulley business for 45 years, and we know a great deul » 
= 7, bis cs 5 nop th , 
=} qO POLI t 1 J Pul 
ness icrd lu t in la 
wouldn't think of running the risk , ir. } 
value of our most valued asset—our 1 


“MEDART” WOOD SPLIT PULLEY from stock! 


THE MEDART COMPANY 


rl VMedart 


Gesell Offices and Works: St. gy U. a 
Office and Warehouse, CINCINNATI 


Get the 


MMT 


Offices 
PHILADELPHIA NEW YORK 


CHICAGO PITTSBURGH 
Shafting. Couplings, ¢ urs, Hangers, Bearings, Bearing Supports 
Friction Clutches, Iron Pulleys, Steel Rim Pulleys. Gearing, Spr 
ets. Chain, Rope Sheaves, Rope Drives, Belt Tighteners, et 
ala " 








“Hill Clutch” , 
Mill Equipment 


Years of Service at Full Efficiency 
NOT THE FIRST COST 


is the dominant thought in the 


“INDUSTRIAL TYPE” 
GEAR SPEED TRANSFORMER 


A nest of 


revolving In oil 


plain) spur 
gears 
changes the revolution per 
minute of the input shaft 
to some desired revolutions 
per minute of the output 
shaft. The power transmit- 
ted is the both 
shafts. The efficiency is 
higher than any other form 
of gearing. 


same in 


It is the “short cut” from 
motor to machine or from 
shaft to shaft where speeds 
are widely different. It 
eliminates cumbersome 
speed changing devices and 
saves power losses. 





“Industrial type” 
Speed 


Transformer 


Low Speed Drive 


THE HILL CLUTCH MACHINE & 
FOUNDRY CO. 


New York Sales Office 
50 Church Street 


General Office and Works 
Cleveland, Ohio 
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We make a specialty of small iron motor pul- 
leys and our stock of over 100,000 castings 
enables us to make shipments on very short 
notice of almost any size up to 12-inch 
diameter. 


We also carry a complete stock of finished 
motor rails up to 32” centers, and flexible mo- 
tor couplings up to 2” bore for 24-hour ship- 
ment. Ask for Catalog No. 20. 


BiexreMacsineWorks 
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456 North 
Union Ave. 
Chicago 


Telephones 
Monroe 7053 
Monroe 7054 














“MI & W’”’ 





Power—Speed—Endurance 


200,000 in Operation 
Complete Information on Request 


MADE ONLY BY 


The Moore & White Co. 


Established 1886 


2711 N. 


15th St., Philadelphia, Pa., U.S. A. 














When writing to Advertisers please mention Mitt Suppuies. 
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Robert H. Carlisle, vice-president of Strong, Carlisle 
& Hammond Co., Cleveland, who with the late Captain 
Edgar E. Strong was one of the founders of this well- 
known mill supply house, passed away at his home in 
Cleveland on Saturday, July 5. Like his old business 
associate, Mr. Carlisle was a veteran of the Civil War, 
having run away from his home when but 15 years old to 
join the Union army. 

Mr. Carlisle was one of those rugged types of Ameri- 
can business men who were born on a farm but who 
were attracted more strongly by the possibilities in the 
business world. After returning from the war, he went 
into the carriage building shop of his brothers at Dela- 
ware, Ohio. In 1880 he moved to Cleveland. There he 
struck up a friendship with Captain Strong, and in 1887 
became associated with the latter in organizing the firm 
of Strong, Carlisle & Turney, which afterwards became 
Strong, Carlisle & Hammond Company. 

Mr. Carlisle has not been active in business for som« 
time. He is survived by one son, Tyler W. Carlisle, who 
is now secretary of the company. The latter is especially 
in charge of the machine tool end of the business and as 
such has been very active in association work, having 
recently been elected vice-president of the National Sup- 
ply and Machinery Dealers’ Association and chairman 
of the Machine Tool Section of that organization. 


Grant Hubley 


Grant Hubley, vice-president and general manager of 
the Oil Well Supply Co., Pittsburgh, died on Friday, 
July 18, in the Homeopathic Hospital, that city, as 
the result of injuries received on June 30 when he was 
struck by an automobile while crossing a street. His 
left thigh and leg were crushed and he suffered internal 
injuries. Mr. Hubley was well known in the supply 
field through his long connection with the Oil Well Supply 
Co., with which organization he had been associated for 
the past 35 years. 

Mr. Hubley first started with the company as a book- 
keeper. He was then 24 years old. A year later he 
Was appointed manager of the company’s works on 21st 
street, and he held this position until 1919, when he 
was elected secretary of the company. In 1922 he was 
elected vice-president of the company. Upon the death 
of Louis D. Sands in 1922, Mr. Hubley was elected 
general manager of the company. 

In addition to his connection with the Oil Well Supply 
Co., he was also vice-president and director of the 
Greensburg-Connellsville Coal & Coke Co., and a director 
of the National Union Fire Insurance Co. of Pittsburgh. 
He was a member of several clubs, a prominent church- 
man, and a civie leader. 

Funeral services were held July 20 from the family 
residence, 6500 Beacon street, Squirrel Hill, Pittsburgh. 
Mr. Hubley is survived by his widow, Mrs. Laura Jones 
Hubley, and two daughters, Mrs. Helen Hubley Holz- 
worth of Middletown, Ohio, and Miss Agnes Hubley of 
Pittsburgh. 


John A. Murray, Sr. 


John A. Murray, Sr., president of John A. Murray & 
Sons, New York City, one of the founders and a past 
president of the Eastern Supply Association, and one of 
the best known oldtimers in the heating supply field, 
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passed to his eternal reward Monday morning, July .7th, 
following an operation in a New York hospital. He was 
in his 69th year. Mr. Murray established his company 
in 1898, and on January 1, 1921, incorporated the busi- 
ness under its present name. He has not personally 
been active in the business since the latter date, giving 
over the management to his two sons, John A. Murray, 
Jr., who has been vice-president of the company, and 
Joseph N. Murray, secretary. Mr. Murray has for the 
past three years been president of the Commonwealth 
Savings Bank of New York City. He was also president 
of the board of trustees of the North Presbyterian 
Church of New York. Many prominent men of the pipe 
and supply industry attended the funeral service which 
was held in the North Presbyterian Church on 155th 
street on July 8th. 


Isaac H. Denton 


Isaac H. Denton, president of the Denton & Ander- 
son Co., Cleveland representative of the Ohio 
Seamless Tube Co., Shelby, Ohio, died at his home in 
Cleveland Heights, July 15. Mr. Denton was 49 vears 
old. He had formerly spent many years in the mill 
supply field, at one time having been secretary of the 
Cleveland Tool & Supply Company. Fourteen years ago, 
he organized the Denton & Anderson company. 
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EXPLAIN CATALOG STANDARDS 
Southern Supply and Machinery Dealers’ Association Tells Ameri- 
can Association About Resolution 

F. D. Mitchell, secretary-treasurer of the American 
Supply and Machinery Manufacturers’ Association, un- 
der date of July 2, sent out the following letter to mem- 
bers of his association explaining the recent action on 
the subject of supply house catalogs taken -by the dis- 
tributors at the Cleveland convention: 

“In response to our circular letter of June 7 in rela- 
tion to a resolution passed by the Southern Supply and 
Machinery Dealers’ Association at the recent Cleveland 
convention, we have received such a volume of letters 
from our members that the secretary of the Southern 
Supply and Machinery Association 
that we give you the following information: 


Dealers’ has asked 
In view of the misunderstanding apparently created 
in the minds of the manufacturers regarding our resolu- 
tion passed at the Cleveland convention, covering stand- 
ardization of supply catalogs and list prices, and the 
furnishing of loose-leaf catalog sheets for salesmen’s 
price books, we desire to make an effort to clear this up, 
so that our position may be thoroughly understood. 

“Our resolution provided that standard supply house 
catalogs be of size 734 by 10°, inches, and that the 
manufacturers in our industry be requested and urged 
to standardize all list prices of their products on a per- 
manent basis, where sold on list and discount, so that 
distributors’ catalogs may not be sg quickly made obso- 
lete, as has been the case in the past; and that where 
manufacturers furnish standard loose-leaf sheets for 
insertion in salesmen’s loose-leaf catalogs, they be of the 
standard size for such purposes, and be unpunched so 
that the distributor may punch to fit binder or trim to 
size; we understand that the standard size of these loose- 
leaf salesmen’s catalog sheets as furnished by publishers 
of same are 8% by 10°. inches, and such size is usually 
desired by our members when they are furnished by 
manufacturers.’ ” 







































Made in America 


For American Industries 


Sold by 


American Supply Houses 
Send for Samples, Prices and Discounts 


LIBBEY GLASS MANUFACTURING CO. 


TOLEDO, OHIO 
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GAUGE GLASSES 











Our Specialties are sold to Jobbers Only 


Hanna “Ball Joint” 
Pipe Hanger 


is the 
S imples T 
tr ong es 
HANGER EVER MADE 


@ Note the ball and socket 


joint. 


@ Hanger can swing in any 
direction. 


q Not necessary to remove 
hanger to raise or lower 


pipe. 


Write for 
‘“‘Our Silent Salesman” 


The Penn Engineering Co. 
Philadelphia, Pa. 





Why Wait 
Until it is 
Too Late? 


When all 
your 
into the boilers or shut 
down the plant —it will be 
too late to regret that you 
did not give more attention 
to the selection of abso- 
lutely reliable injectors. 





depends 


upon : 
ability to get water = 
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never give cause for re- 
gret. They respond in- 
stantly to the demand 
and are always ready to 
feed your boilers contin- 
uously when necessary. 
Over a million satisfied 
users 1S a_ testimony 


: INJECTORS that cannot be 


le ¢ ‘ked. 





over- 
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If yours is a special problem— 
our engineers will be glad to as- 
sist you in selecting PEN- 
BERTHY INJECTORS | that 
will meet your conditions in full. 
Don't wait. Write us today for 
Catalog 
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PENBERTHY INJECTOR COMPANY 
Estab. 1886 
1238 Holden Ave., 
Detroit, Mich. 





Canadian Plant, 
Windsor, Ont. 
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Our Line is the Recognized Standard on 


Air Cocks 
Air Valves 
Cylinder Cocks 








Gauge Cocks 
Water Gauges 
Priming Cocks 









Write 


for 


Catalog 


















STERLING & SKINNER MEG. CO. 


DETROIT, MICH. 
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Personals 

















N. A. Schlangen, president of Schlangen Bros. Co., Chi- 
cago, has been enjoying a vacation during July in the north 
woods. 

W. B. Yost, veteran mill supply man, has been spending 
some time recently in Greensboro, N. C. His address there 
is 506 Summit avenue. 

L. H. Mesker, formerly connected with the Cleveland Mill- 
ing Machine Company, Cleveland, has been appointed sales 
manager of the Cleveland Planer Company of that city. 

W. P. Lotz has been appointed manager of the New York 
branch office of Kearney & Trecker Corp., Milwaukee, 
machine tool builder. He succeeds B. W. Stone, who resigned. 

Raymond Seabrook, Jr., secretary of the Nason Manufac- 
turing Company, New York City, sailed early last month for 
a combination business and pleasure trip to England and 
France. 

Harry J. Swanson has resigned as general sales manager 
of the Peerless Machine Co., Racine, Wis., and has joined 
the Detroit Piston Pin & Manufacturing Co., Detroit, as vice- 
president and treasurer. 

W. H. Foster, president of the General Fireproofing Co., 
Youngstown, Ohio, returned a few weeks ago from a Euro- 
pean tour, during which he visited France, Belgium, Eng- 
land, Holland and Wales. 

A. J. Jupp, vice-president of the Lunkenheimer Co., Cin- 
cinnati, represented his company and the valve and pipe 
fitting industry of this country at the world power confer- 
ence in London last month. 

L. W. Byrne, formerly connected with the Wilmarth & 
Morman Co., Grand Rapids, is now general manager of the 
Delahunty Machine Co., Pittston, Pa., manufacturer of tex- 
tile and mining machinery. 

Paul Armstrong, of Armstrong Bros. Tool Co., Chicago, 
sailed from New York during the second week of July for a 
vacation in Europe. He is accompanied by Mrs. Armstrong 
and their three daughters. 

LD). S. Faulkner was recently elected aor aag of the Union 
Tool Company, New York, a subsidiary of the National Sup- 
ply Company, Toledo, succeeding P. M. Boggs, who has been 
elected chairman of the board. 

Ira ID. Grove, for ten years Cleveland and Detroit repre- 
sentative of the Landis Tool Company, Waynesboro, Pa., has 
been appointed sales manager of The Lees-Bradner Company, 
Cleveland, machine tool builder. 

John Sunshine, sales representative of the Hercules Chemi- 
cal Co., New York, has been spending some time among the 
distributors on the Pacific coast. The first week of July 
he spent in San Francisco territory. 

ID). H. Boothby, formerly with the Philadelphia office of 
Brown & Sharpe Mfg. Co., has been appointed New York 
sales representative of the Leland-Gifford Co., Worcester, 
Mass., manufacturer of drilling machines. 

H. E. Thayer, sales manager of The Charles Parker Co., 
Meriden, Conn., returned the first of July from a short vaca- 
tion trip to Canada. He drove from Meriden to Quebec and 
then took a boat trip up the Saguenay river. 

William E. Clow, Jr., president of the National Pipe and 
Supplies Association, returned to his home in Lake Forest, 

Ill., early last month after having spent three months on 
the Riviera. It will be recalled that Mr. Clow’s presidential 
address read at the recent Cleveland convention of the asso- 


ciation was written “from a charming villa overlooking the 
Mediterranean Sea, halfway between Monte Carlo and the 
Italian border. 

C. S. Neumann, Union Manufacturing Company, New 
Britain, Conn., was re-elected secretary of the Connecticut 
Foundrymen’s Association at its recent annual meeting, while 
A. F. Corbin of the same company was re-elected to the 
board of managers of the association. 

Frank J. Semple, formerly vice-president of the Simmons 
Hardware Company and director of the company’s Phila- 
delphia office, has been appointed sales manager of the 
hardware division of Henry Disston & Sons, Inc., Phila- 
delphia, saw manufacturer. 

Thomas W. Bell, formerly with the pipe sales department 
of the Pittsburgh office of Jones & Laughlin Steel Corpora- 
tion, has been transferred to the Pacific coast district sales 
office in Los Angeles, where he will have charge of the com- 
pany’s pipe business in the California oil fields. 

S. Horace Disston, vice-president of Henry Disston & Sons, 
Philadelphia, has been on a business trip to the Pacific coast. 
He spent two days at the company’s new branch factory in 
Seattle, and while in that city announced that the company 
will make Seattle its western headquarters. Seattle news- 
papers gave prominence to the account of Mr. Disston’s visit 
to their city. 

O. A. Seyferth, president of the Fairmont Mining Ma- 
chinery Co., Fairmont, W. Va., has been elected vice-presi- 
dent and general manager of the Austin Machinery Cor- 
poration, Toledo. He will continue also with the Fairmont 
company, spending a few days a month at the latter’s plant. 

C. England, who has been Mr. Seyferth’s assistant for the 
past three months, will succeed him in the active manage- 
ment of the Fairmont company. 

William A. Durgin, who for two and a half years has 
been at the head of the division of simplified practice of the 
Department of Commerce, which has been working with 
manufacturers in various industries to eliminate waste, has 
resigned and has returned to his former post with the 
Commonwealth Edison Company of Chicago. He has been 
succeeded by Ray M. Hudson, assistant chief of the division 
since its creation. Mr. Hudson was formerly with the Frank- 
lin Automobile Company and later with the Holt Manufac- 
turing Company. 

Irving W. Lemaux, president of the Indianapolis Brush & 
Broom Mfg. Co., Indianapolis, returned to his office on July 
21 after spending three weeks’ vacation at his summer home 
in Alanson, Mich. He plans to return to the latter place 
in two weeks to finish the month of August, indulging in 
one of his favorite pastimes, fishing for rainbow trout. Mr. 
Lemaux is reported to hold the record in the vicinity of 
Alanson for having caught more large rainbow trout than 
any other individual in one season. He is going to see 
whether he can maintain his record this season. 

C. B. Chancellor, who has been calling on the hardware 
and mill supply distributors of this country for more than 
twelve years in the interests of the Baldwin Tool Works, 
Parkersburg, W. Va., has resigned ‘his position with that 
company. Mr. Chancellor states that he intends to rest for 
a short period, and later will probably make a connection 
which will bring him back again into the mill supply field. 
Mr. Chancellor was elected a member of the executive com- 
mittee of the American Supply and Machinery Manufactur- 
ers’ Association at the last convention of that organization. 

W. N. Cochran, for the past fifteen years manager of the 
mill supply and city sales departments of the Beck & Gregg 
Hardware Co., Atlanta, on July 1 joined the Fulton Supply 
Company organization of that same city as a director, vice- 
president and sales manager. Mr. Cochran has been identi- 
fied with the mill supply business in Atlanta for the past 
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your belts. 
them out. 


ATLANTIC MANUFACTURING CO. 


Wilmington, Delaware 


ATLANTIC Bar Belt Dressing 


< 20 Years on the market without a Complaint 


Make your belts carry the load. High grade 
materials only are used in the manufacture of 
Atlantic Bar Belt Dressing. It will put life into 
Nothing injurious to crack or dry 

















Sell the New Badser’Car Mover Under Our ¢ 


Dealers are protected in the sale of the “NEW BADGER” Car Mover by 
our strong guarantee. We warrant all malleable parts for six months—re- 


placements made free—f. o. k. factory. 


The “NEW BADGER” moves the biggest cars easily and rapidly. It is light, 
well balanced and has a quick-acting compound leverage. It has the power and the 
speed. Made of certified malleable iron, with special tool steel never-slip spurs and large 
maple handle. The best car mover on the market at the price of an inferior tool. Let 
us send you our dealers’ proposition. 


ADVANCE CAR MOVER CO., 













Liberal 
uarantee 










APPLETON, 
WISCONSIN 














WATER-PROOF 


The greatest forward step the belting industry 
has ever known was the invention of water- 
proof leather belting. This was accomplished 
in 1860 by J. B. Hoyt, founder of the Edward R. 
Ladew Company. 


This first water-proof leather belt was known 
as Hoyt’s “Turtle.” Ladew has kept this pioneer 
brand. They have improved it as belting science 
developed. To-day “Turtle” still stands as an 
acknowledged leader—guaranteed for service in 
water or moisture. 


If you have drives that must operate under 
conditions which destroy ordinary belting, get 
lasting satisfaction and economy by _ using 
“Turtle” Water-proof Leather Belting. 


BELTING AND OTHER LEATHER PRODUCTS 


Since 1835 


ove FIELp 


Atlanta, Ga 
29 MURRAY Boston, Mass 
“= E> EE EIvER? Cleveland, Ohio 
STREET Chicago, I. 
le > 
NEW YORK ae * 
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Treated and Alloy Steels 











We recommend our 


POTOMAC BRAND STEEL 


for line shafting, lead screws, counter 
shafts, piston rods, arbors and all similar 
equipment. 


Tensile strength about 80,000 lbs.; elastic 
limit about 42,000 lbs., depending on diameter. 
Slightly higher in price, but economical because 
of saving in assembly cost and long service. 


We can also furnish Alloy Steel Shafts up to 
180,000 lbs. tensile strength. 
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CUMBERLAND STEEL CO, Cumberland, Md: 
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quarter of a century. He was associated with the Cotton 
States Belting Company as city salesman before going to 
the Beck & Gregg organization. It is understood that Mr. 
Cochran has acquired a substantial interest in the Fulton 
Supply Company. 

Albert R. Stedfast, secretary and general manager of Hill, 
Clarke & Co., Inc., Boston, machine tool distributor, has com- 
pleted 40 years of service with the company. He started in 
as office boy on July 7, 1884, and in 1898 was transferred to 
the sales organization. Since 1912 he has been secretary and 
general manager of the company. 

George H. Bunting, president of the Bunting Hardware 
& Machinery Co., Kansas City, Mo., with Mrs. Bunting, their 
daughter and four sons, are making an extended European 
tour, which will take them through Great Britain, France, 
Switzerland, Belgium, Holland, Italy, Spain, Germany and 
Monaco. They will be away for several months. 





Factory Additions 





—-_—-—-- 





The Eastman Kodak Co., Rochester, is building two addi- 
tions to its plant at an estimated cost of $70,000. 

The Apollo Metal Works, Inc., La Salle, Ill., is building an 
addition to its plant at an estimated cost of $75,000. 

The Seybold Baking Co., Miami, Fla., will build additions 
to its baking plant at an estimated cost of $65,000. 

The Powell Oil Mill Co., Bastrop, Texas, will rebuild its 
cotton seed oil mill at an, estimated cost of $100,000. 

The White Motor Co., Cleveland, will build a new 
tory factory building at an estimated cost of $200,000. 

The Mitchell Spring & Mfg. Co., Johnstown, Pa., plans to 
build a one-story addition at an estimated cost of $45,000. 

The Seaboard Oil & Refining Co., Orange, Texas, plans 
an addition to its oil refinery at an estimated cost of $80,000. 

The United States Metal Refining Co., Carteret, N. J., 
will build a factory addition at an estimated cost of $75,000. 

The McKinney Mfg. Co., Metropolitan street, Pittsburgh, 
is building a factory addition at an estimated cost of $90,000. 

The G. & W. Refrigerator Co., Cloquet, Minn., will build 
an addition to its factory at an estimated cost of $100,000. 

The Los Angeles Gas & Electric Co., Los Angeles, will 
build a two-story power sub-station at an estimated cost of 
$80,000. 


two- 


The Board of Estimate, Baltimore, will enlarge the high 
pressure pumping station of the city at an estimated cost of 
$160,000, 

The El Paso Electric Railway Co., El Paso, Texas, will 
build an addition to its power plant at an estimated 
of $90,000. 


cost 


The Automatic File & Index Co., Tenth 
Wis., plans to build a factory addition at 
of $50,000. 


street, Green Bay, 
an estimated cost 


The Ford Motor Co., Detroit, will soon 
to its Oklahoma City assembling plant at 
of $150,000. 

The Skelton Lead & Zine Co., Joplin, 

portion of its central power plant at 
of $150,000, 


build an addition 
an estimated cost 


Mo., 
an 


will rebuild 
estimated cost 


The Southland Lumber Co., Shreveport, La., is building 
a new planing mill and woodworking plant at an estimated 
cost of $50,000, 

The Calumet Gas & Electric Co., Gary, Ind., 
electric power station on East Fifth avenue at 
cost of $100,000. 

The Lynn Gas & Electric Co., Lynn, Mass., is building 
plant additions including a new boiler house at an estimated 
cost of £600,000. 


will build an 
an estimated 


The Union Pacific Railroad Co., 58 East Washington street, 
Chicago, will build additions to its car shops at an estimated 
cost of $2,500,000, 

The Trenton Malleable Iron Co., New York avenue, Tren- 
ton, N. J., will build a one-story factory addition at an esti- 
mated cost of $40,000. 

National Fireproofing Co., Fulton building, Pittsburgh, 
will build additions to its plant at Hobart, Ind., at an esti- 
mated cost of $500,000. 

Drake Brothers Co., Clinton and Park avenues, Brooklyn, 

ill install power equipment and other machinery in a five- 





story addition to its plant which will, it is estimated, cost 
$85,000. 

The Midwest Piping & Supply Co., 1452 South Second 
street, St. Louis, is building a one-story addition at an esti- 
mated cost of $145,000. 

The Bluestone Mfg. Co., Morristown, Tenn., plans to re- 
build its furniture factory at Graham, W. Va., at an esti- 
mated cost of $100,000. 

The Western Electric Co., New York, is starting the sec- 
ond unit of its new plant at Kearny, N. J., which, it is esti- 
mated, will cost $200,000. 

The Electric Machinery Mfg. Co., 1331 Taylor street, 
N. E., Minneapolis, is building a two-story addition at an 
estimated cost of $75,000. 


The Staten Island Edison Corporation, Tompkinsville, 
Staten Island, will build power plant extensions at an esti- 
mated cost of $1,500,000. 


The Westinghouse Electric & Mfg. Co., Page boulevard, 
Springfield, Mass., will build a one-story addition at an 
estimated cost of $45,000. 

The Dayton Malleable Iron Co., Dayton, Ohio, will build 
an addition to its plant to be used for powdering coal, the 
estimated cost being $50,000. 

The United Power & Light Corporation, Abilene, Kan., 
plans to build additions to its power house at Hays, Kan., 
at an estimated cost of $200,000. 

The Buda Co., 154th street, Harvey, Ill., manufacturer of 
railroad equipment, will build a one-story factory building 
at an estimated cost of $60,000. 

The York Mfg. Co., York, Pa., manufacturer of ice and 
refrigerating machinery, is building additions to its works 
at an estimated cost of $175,000, 

The Chateaugay Ore & Iron Co., Chateaugay, N. Y., plans 
to replace its works which were destroyed by fire recently, 
the estimated cost being $250,000. 

The Hutchinson Lumber Co., Tulsa, Okla., plans to rebuild 
the portion of its mill which was recently destroyed by fire 
with loss estimated at $175,000. 

The Shiman-Miller Mfg. Co., 45 Austin street, Newark, 
N. J., jewelry manufacturer, is building a three-story addi- 
tion at an estimated cost of $75,000. 

The Illinois Steel Co., 208 La Salle street, Chicago, will 
build a ladle repair shop at 8801 Mackinaw avenue, South 
Chicago, at an estimated cost of $60,000. 

The O. B. Herlth Co., 272 Holland street, East Hartford, 
Conn., plans to build a one-story addition to its machinery 
factory at an estimated cost of $45,000. 

The Edmund & Jones Corporation, Detroit, manufacturer 


of automotive lighting fixtures, is building a_ three-story 
addition at an estimated cost of $40,000. 
The Libbey-Owens Sheet Glass Co., Toledo, Ohio, has 


awarded contracts for a grinding and polishing department 
building at an estimated cost of $200,000. 

The Common Council, Port Angeles, Wash., is 
to be considering plans for extensions in the 
waterworks at an estimated cost of $625,000. 

The Yellow Pine Box & Lumber Co., Winesap, Wash., i 
considering plans for rebuilding its mill which was destroyed 
by fire recently with loss estimated at $100,000. 

The Virginia Tire & Rubber Co., St. Albans, W. Va., will 
build a new factory to replace the one destroyed by fire re 
cently, the estimated replacement cost being $75,000, 

The Delaware, Lackawanna & Western Railroad Co., Ho- 
boken, N. J., plans to build extensions in its shops and termi- 
nal at Binghamton, N. Y., at an estimated cost of $500,000. 

The Pines Winterfront Co., 410 North Sacramento boule- 
vard, Chicago, manufacturer of automobile accessories, is 
building a two-story factory addition at an estimated cost of 
$50,000. : 

The Standard Sanitary Mfg. Co., Pittsburgh, has taken 
bids for a five-story branch building to be erected at Seven 
teenth street and St. Paul avenue, Milwaukee, at an estimated 
cost of $150,000. 

The Pere Marquette Railroad Co., Detroit, plans to build 
additions to its locomotive and car shops and to make exten- 
sions and improvements on its system at an estimated cost 
of $6,000,000. 

E. F. Houghton & Co., Philadelphia, oils and leathers for 
industrial use, have awarded the Austin Company, Cleveland, 
engineers and builders, a contract for additions to its Chi- 
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SPECIALTIES FOR MILL SUPPLY JOBBERS 
Who are Seeking Opportunities for Sales and Profit 











] Will not split, 
crack or peel 


Hundreds of delighted users have written 
to tell us how Miller Mallets have reduced 
their costs. 


They will do the same for you. Write 
now for our ten day free trial offer. 


Miller 


Composition Mallets 
The Miller Rubber Co., of N. Y., Akron, O. 











ASBESTOS PRODUCTS CO. 


Manufacturers of 
Asbestos Aircell Coverings 
AND 
Asbestos Cement 





Prompt Shipments—Carload or Less 


General Offices and Factory 


2100 Fullerton Ave., CHICAGO, ILL. 








ompt reply 


STANLEY BELTING CORPORATION 


ind) samples 


15 N. Jefferson St., Chicago 320 Brdwy.. Rm. 1318, N. Y. 











ye RIBBO 
FIT DRESSING 


is sold only to the jobbing trade. Many of the best mill 
supply houses have sold it for years. Machine operators 
like it because it speeds up production. 


BLUE RIBBON is made in one-pound bars, packed in 
attractive cartons of 6, 12, 25, 50 or 72 pounds. Con- 
venient to stock. Every buyer of leather, rubber or can- 
vas belting is a prospective user. Blue Ribbon folders 
with your imprint will help you sell. Write for jobbers’ 
prices. 


JOBBERS MANUFACTURING CO. 


950 Webster Bldg. Chicago 





Beginning with the Next Issue 





this space will be used by a manufacturer who 
has a product widely used by industrial plants, 
and a selling proposition of interest to mill 
supply distributors. 








METALLO 


Valve Discs 
‘‘Make Good Valves Better’’ 


They hold tight on extreme 
pressures and temperatures. 
Compressed asbestos filler is 
entirely enclosed by copper 
jacket. Six times the life of 
ordinary discs. Square hole 
discs from 34” to 2” inclu- 


Square Hole 
Metallo Dise 






Interchangeable 
with Jenkins 

Dises. “ 
sive. Round hole discs ™%” 
to 6” inclusive. Samples and 
catalog sent to dealers on 
request. 


METALLO GASKET CO. 


SALES OFFICH 
242 Lafayette St., New York 








Every mill supply house 


should stock and catalog— 
DAVIS VALYE 


SPECIALTIES 
Pressure Regulators Float Valves 
Back Pressure Valves Steam Traps 
Stop and Check Valves —Other Valves, all listed 
Exhaust Relief Valves in the big catalog. 


Write for your copy and for the liberal dealer plan to 


G. M. Davis Regulator Co. 


108 Milwaukee Ave., Chicago 











OME concerns always make steady prog- 
S ress. Usually they have sensible policies 
of doing business. They keep income and 
expense in proper ratio, plan ahead, advertise 
steadily, gain the confidence of their dealers, 
and sell at a profit. 


Advertisers in MILL SUPPLIES are in this 
class. Consequently they have the best of 
propositions to offer to distributors who use 
good judgment in selecting the lines they sell. 
It pays to sell advertised products. 
























When writing to Advertisers please mention Mritt Supp iss. 
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cago branch plant. The new units include a compounding 
building, one-story with basement, and a two-story mill type 
building, 85x100 ft. The Austin Company reports that 
construction and all purchases will be through its Chicago 
branch. 

The Clopton Planing Mill, 213 Fourth street, Corsicana, 
Texas, will build a new woodworking mill to replace the 
one recently destroyed by fire, the estimated replacement 
cost being $80,000. 

The Terminal Warehouse & Transfer Co., Delaware and 
Fairmount avenues, Philadelphia, will build a warehouse 
addition which will cost $300,000, and will require handling 
and other equipment. 

The B. F. & H. L. Sweet Co., Fond du Lac, Wis., manu- 
facturer of truck bodies, will build an addition to replace 
the portion of its plant which was destroyed by fire recently 
with damage estimated at $45,000. 








New Factories 











The Vance Lumber Co., Seattle, will build a new mill at 
an estimated cost of $100,000. 

The Indian River Fertilizer Co. Vero, Fla., will build a 
new factory at an estimated cost of $100,000. 

Lansing, Mich., is building repair shops for its municipal 
departments at an estimated cost of $115,000. 

The Alpine Paper Co., Coquille, Ore., plans to build a new 
paper mill at an estimated cost of $450,000. 

The Smith Carriage Co., Springfield, Mass., is building a 
new factory at an estimated cost of $150,000. 

Gwynns Falls Parkway, Baltimore, will build a new voca- 
tional school at an estimated cost of $160,000. 

The Crane Co., Chicago, is building a new factory branch 
at Tampa, Fla., at an estimated cost of $80,000. 

The Arkansas Pass Compress Co., San Juan, Texas, will 
build a new plant at an estimated cost of $80,000. 

The Victor Box & Mill Co., 62 Leslie street, Buffalo, will 
build a new mill at an estimated cost of $100,000. 

The Pasadena Ice Co., El Monte, Calif., will build a new 
ice-manufacturing plant at an estimated cost of $40,000. 

The Milmo Lumber Co., Weatherford, Texas, will build a 
new mill and power house at an estimated cost of $100,000. 

The Trinity Portland Cement Co., Dallas, is building a 
new mill near Fort Worth at an estimated cost of $1,000,000. 

The Continental Gin Co., Dallas, is building a new plant 
at Avondale, Birmingham, at an estimated cost of $750,000. 

The Southern Railway Co., Washington, D. C., will build 
a repair shop at Hayne, S. C., at an estimated cost of 
$150,000. 

The Premier Rubber Mfg. Co., Dayton, Ohio, is preparing 
plans for a new factory to be built at an estimated cost of 
$250,000. 

The Southern Maryland Fertilizer Works, Waldorf, Md., 
will build a new fertilizer plant at an estimated cost of 
$100,000. 

The Grand Trunk Railway Co., Battle Creek, Mich., will 
build new terminal and shops at an estimated cost of 
$600,000. 

The Indianapolis Candy Co., 225 East Maryland street, In- 
dianapolis, will build a new factory at an estimated cost 
of $100,000. 

The Survus Rubber Co., 401 Central Park building, Rock 
Island, Ill., will build a three-story factory at an estimated 
cost of $90,000. 

The Utah-Idaho Sugar Co., Salt Lake City, will build a 
new beet sugar refinery at Missoula, Mont., at an estimated 
cost of $200,000. 

The Western Electric Co., Hawthorne, IIl., will build a 
new factory branch plant at Seattle, Wash., at an estimated 
cost of $150,000. 

The Virginian Power Co., Charleston, W. Va., plans to 
build a new hydroelectric plant near Hinton at an estimated 
cost of $850,000. 

The San Joaquin River Storage District, Madera, Calif., 
will build a hydroelectric generating plant at an estimated 
cost of $500,000. 

John A. Roebling’s Sons Co., Trenton, N. J., plans to build 
a branch factory and distributing plant at Sixteenth and 
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$250,000. 


streets, Francisco, at an estimated cost of 

The Humboldt Lumber & Building Co., Eureka, Calif., 
plans to build a new woodworking plant at an estimated 
cost of $90,000. 

The Board of Education, Indianapolis, will build a new 
manual training and high school for negroes at an estimated 
cost of $500,000. 

A. R. Walker Candy Corporation, Muskegon, Mich., plans 
to build a new factory at Owosso, -Mich., at an estimated 
cost of $200,000. 


Jackson Park, Buckhannon, W. Va., will soon have a new 
high school and manual training building, the estimated cost 
of which is $250,000. 

The Quality Laundry Service, Inc., 251 Third avenue, New 
York, will build a new laundry and power plant at an esti- 
mated cost of $500,000. 

The Western Pacific Railroad Co., Poplar and Sacramento 
streets, Stockton, Calif., will build new shops at an esti- 
mated cost of $110,000. 

The United Lead & Zine Corporation, Dallas, Texas, will 
build a mill at an estimated cost of $50,000. The company 
was recently organized. 

The Fenton Machine Tool & Die Co., Fenton, Mich., is 
reported to be planning to build a new factory at an 
estimated cost of $50,000. 

The Fort Wayne Corrugated Paper Co., Fort Wayne, Ind., 
is building a new factory at Hartford City, Ind., at an 
estimated cost of $200,000. 

The Bridgeport Safety Emery Wheel Co., Bridgeport, 
Conn., will build a new one-story factory at Stratford, Conn., 
at an estimated cost of $45,000. 

The Comal Power Co., San Antonio, Texas, will build a 
new hydroelectric generating plant on the Guadalupe River 
at an estimated cost of $500,000. 

The General Electric Company, Schenectady, N. Y., is 
building a factory branch and distributing works at Detroit 
at an estimated cost of $500,000. 

The Texas & Pacific Railroad Co., Dallas, will build a new 
locomotive terminal with repair shops near Shreveport, La., 
at an estimated cost of $1,000,000. 

The Northern Pacific Railroad Co., St. Paul, Minn., will 
build a steam-operated power plant at Brainard, Minn., at 
an estimated cost of $350,000. 

Samuel Kirk & Sons Co., 106 East Baltimore street, Bal- 
timore, silverware manufacturer, will build a new factory 
at an estimated cost of $85,000. 

The Chicago By-Products Coke Co., 122 South Michigan 
avenue, Chicago, will build a new gas manufacturing plant 
at an estimated cost of $125,000. 

The Logan-Long Co., Chicago, is building a new branch 
plant at Atlanta, Ga., at an estimated cost of $250,000. The 
company manufactures roofing products. 

Arlington, Mass., will build a general machine and repair 
shop in connection with a municipal fire station, the project 
involving an estimated cost of $150,000. 

The Board of Education, Wheeling, W. Va., will install 
manual training equipment in a new three-story school 
which, it is estimated, will cost $350,000. 

The American Oven & Machine Co., Conway building, 
Chicago, plans to build a new factory at the northeast 
corner of Flournoy street and California avenue. 

Paul Beygrau, Santa Rosa, Calif., will build a new fac- 
tory near this town at an estimated cost of $35,000. It will 
be used to manufacture roofing tile and kindred products. 

The International Paper Co., 100 East Forty-second street, 
New York, is reported to be planning the erection of a new 
mill at Batiscan, Que., at an estimated cost of $1,000,000. 

The Brambach Piano Co., 639 West Forty-ninth street, 
New York, will build a new factory on West Fifty-first 
street, near Eleventh avenue, at an estimated cost of 
$700,000. 

The International Motor Co., 25 Broadway, New York, 
will build a new factory branch plant at Moore and Honey- 
well avenues, Long Island City, at an estimated cost of 
$600,000. 

The Wilbert Mining Co., Idaho Falls, Idaho, is reported 
to have completed plans to build a mill on its property in 
the Little Lost River section. The plans have been un- 
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SPECIALTIES FOR MILL SUPPLY JOBBERS 
Who are Seeking Opportunities for Sales and Profit 











_Queen Fire Extinguishers 
Queen Specialties 
Will Make Profits 


Queen 2'. Gal. S. & A. Extinguisher 
Queen 5 Gal. Non-Freeze Tank 
Queen Safety Ladder Shoes 

Queen Safety Gasoline Can 


Territory Open. 
HARKER MFG. CO. 


Fire Prevention and Safety Engineers 
Cincinnati, O. 








EYE PROTECTORS 


= Every Purpose 


Harvesting 
Welding 
Grinding 
Chipping, 
Spraying 





Send for our Catalog 


CHICAGO EYE SHIELD COMPANY 
2300 Warren Ave., Chicago, Ill. 








Sockets and Sleeves 
One solid piece—Standard except the flat 
AN ORDINARY DRILL SOCKET will 


"Usé-Ew-Ur" ; 


drive a twist drill only as long as the drill 
has a tang. When the tang twists off or the 
shank breaks, the drill is useless in the ordi- 


mary socket. 
BUT—grind a flat (time 3 minutes) on the 


broken drill, slip it into a ‘‘Use-Em-Up” 

Socket, and it’s as good as a new drill. 

Furnished in Sleeve orSocket Type. Specials 

made to order. “ 


Write for Jobber’s proposition. 


Lovejoy Tool Works 
328 W. Ohio St., Chicago 











The No. 401 Champion 
Steel Rivet Forge 


can be seen working on 99 out of 
every 100 structural steel buildings 
being built in the United States to- 
day. The same may be said of all 
railroads, bridge builders, boiler 
makers, etc. The No. 401 Forge 
has not only been adopted by this 
class of trade in the United States 
but also throughout the entire 
world. 

Carried in stock by all the lead 
ing mill supply jobbers. 


Write for catalog and price sheet. 


Champion Blower & Forge Co. 


Lancaster, Pa. 





No. 401 





=| PHILLIPS 


Spring Hammer 
DRILLS 


The most economical and satisfactory 
tools for drilling holes in concrete and 
stone, floors, walls and ceilings. 


Any Size Hole up to 2 inches Diameter. 


Phillips Drill Company 
1537 Cortland St., Chicago, Ill. 
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Or Sensen 


U S PAT OFF 


They Sell Themselves 


The only really -successful 
Steel Spindle Hand Screw 
—one that is time tested and 
approved by thousands of 
users. 









The “Jorgensen” is made of 
selected straight grain hard 
maple jaws, with cold drawn 
steel spindles and nuts. 10 
sizes adjustable. 10 sizes 
non-adjustable. 

Ask your jobber for prices, 
or write us 


ADJUSTABLE CLAMP COMPANY \ 
213 N. Jefferson St., Chicago, Ill. 








Immediate Shipments 


ASBESTOS Air Cell and 


Wool Felt Pipe Coverings 
- Highest Qualities 
Boiler Coverings — Asbestos Cements 


Lowest Price 


Chicago Asbestos Manufacturing Co. 
Office and Factory, 1909-17 West 22nd Place 
CHICAGO, ILL. 


Phones: Wabash 5380, Wabash 7747 








SCHULTZ 


When you sell an order otf 
Schultz Friction Clutches, you 
sell your customer real service. 
Many plants use the Schultz 
exclusively. 
Write for Catalog and Dealer 
Discounts. 

A. L. SCHULTZ & SON 
{675 Elston Ave., Chicago, II. 


Friction C lutches | 











When writing to Advertisers please mention Mitt Supp ies. 














ENULL QUPPLUBS 








On 

















XUM 


derway for some time. The new mill will replace the one 
destroyed by fire in 1918 and will be located near the new 
lead workings of the company. 

Schiffenhaus Brothers, 49 North Fourth street, Newark, 
N. J., manufacturers of corrugated paper boxes, will build 
a new factory at 526 Riverside avenue at an estimated cost 
of $125,000. 

The Ohio Portland Cement Co., a new organization headed 
by Edward Bascom, Niles, Mich., has awarded contract for 
its new plant to be built near Dayton, Ohio, at an estimated 
cost of $2,000,000. 

George Price, 391 East 149th street, real estate dealer, 
will build a new factory on Willow avenue, near 133d street, 
at an estimated cost of $150,000, for a metal furniture manu- 
facturing company. 

The United Sanitary Products Co., 65 Fifth avenue, New 
York, manufacturer of liquid soaps, will build a new factory 
at Buckley street and Foster avenue, Brooklyn, at an esti- 
mated cost of $160,000. 





Increased Capital 











Automotive Trailer Corp., Chicago, has increased its cap- 
ital stock from $125,000 to $350,000. 

The United Stokers Co., LaPorte, Ind., has increased its 
capital stock from $25,000 to $100,000. 

Ross Twist Drill Co., Detroit, has recently increased its 
capital stock from $25,000 to $50,000. 

The General Machine & Iron Works, Detroit, has increased 
its capital stock from $30,000 to $100,000. 

National Airoil Burner Co., Philadelphia, has increased 
its capital stock from $75,000 to $1,000,000. 

The Chelsea Gin Co., Chelsea, Okla., has increased its cap- 
ital stock from $20,000 to $100,000 for expansion purposes. 

The International Casement Co., 84 Hopkins 
Jamestown, N. Y., will increase its capital 
$200,000 to $1,000,000. 

Crescent Tool & Mfg. Co., Detroit, has increased its cap- 
ital stock from $50,000 and 5,000 shares of common no 
par value stock to $50,000 and 50,000 shares of no par value 
stock. 


avenue, 
stock from 





New Corporations 














V. & P. Transmission Co., Fifth and Market streets, Cam 
den, N. J., $500,000, to manufacture machinery and tools. 

Shawnee Copper Co., Eminence, Mo., $50,000, to mine and 
manufacture copper; incorporators: R. E. Carr and others. 

Bridgeport Rivet Mfg. Co., Stratford, Conn., $50,000, to 
manufacture rivets; incorporators: William J. Buckley and 
others. 

The Pittsburgh Tube Co., Pittsburgh, $350,000, to continue 
business of company of same name; incorporators: C. C. Law 
and others. 

Becklin Wrench Co., 405 Crary building, Seattle, $100,000, 
to manufacture pipe wrenches; incorporators: Oscar Becklin 
and others. 

The C. & M. Mfg. Co., Derby, Conn., $50,000, to make and 
distribute machines and tools; incorporators: P. E. Wilkins 
and others. 

Slater Bros. Corp., Tulsa, Okla., $500,000, to manufacture 
oil well supplies; incorporators: G. P. Slater, H. R. Slater and 
Remington Rogers. 

American Boiler & Foundry Co., Milan, Mich., $50,000, to 
manufacture boilers; incorporators: C. W. Steidle, G. L. 
Laskey and others. 

Fuller-Lorenz Co., Kenosha, Wis., $50,000, to manufacture 
tools and machinery; incorporators: James Follen, Fred 
Lorenz and others. 

The Overhead Door Co, Lewiston, Pa., $100,000, to manu 
facture vatented roll-up doors; incorporators: R. M. Ed- 
wards and E. G. Stanley. 

National Heat Efficiency Corp., Buffalo, $50,000, to manu- 
facture oil burners; incorporators: W. G. Fraser, W. G. 
Weimert and J. W. Glenn. 

Whipple Automatic Tractor & Appliance Co., Detroit, 
$200,000, to manufacture and deal in agricultural and min- 


= 


ing implements and tractors; incorporators: Ralph Whipple, 
6128 Toledo avenue, and others. 

The Chainless Knitting Machine Corporation, $50,000, to 
manufacture a new type of knitting machine; incorporators: 
J. H. Dubi, 15 Moore street, New York, and others. 

The Davenport Foundry Corporation, Stamford, Conn., 
$300,000, to make castings; incorporators: William J. Buck 
ley, S. F. Primrose and A. M. Deery of Bridgeport. 

Chadwick-LeClair Co., 5143 Trumbull avenue, Detroit, 
$25,000, to deal in machinery and supplies; inecorporators: 
Charles R. LeClair, L. W. Chadwick and Rose Chadwick. 

Oil Well Equipment Co., Tulsa, Okla., $50,000, to manu 
facture a casing ripper and control head for oil wells; in- 
corporators: W. B. MeMurtrie, J. W. Moore and W. A. Chase. 

National Mfg. Co., Ltd., Ottawa, Ont., $1,000,000, to manu- 
facture milking machines and farm machinery; incorporators: 
John J. Creelman, John S. B. Maepherson and Victor H. 
Fowler. 

Modern Machine Shop, Inc., 22 East Harrison street, Dan- 
ville, Ill., $55,000, to manufacture and deal in machinery; in- 
corporators: Charles E. Carter, Clarence F. Carter and John 
A. Miller. 

Four Drive Tractor Co., 29 South La Salle street, Chicago, 
$500,000, to manufacture tractors and farm implements; in 
corporators: Vernon A. Vanhorn, Charles Houston and Alex 
ander L. Sarran. 

The Trumble-Northrop Co., West Hartford, Conn., to 
manufacture engines and machinery in a factory at Farm 
ington, Conn.; incorporators: H. E. Trumble, G. A. Northrop 
and H. G. Trumble. 

The Ohio State Supply Co., Youngstown, Ohio, $60,000, to 
conduct a plumbing and heating supply business, as suecessor 
of the Deibel-Zimmer Supply Co.; incorporators: H. J. Welsh, 
J. L. Deibel and J. I. Zimmer. 





Field Notes 








The Union Pacific Railway will spend over $29,000,000 
on branches and extensions, new equipment and new shops. 

The Industrial Lock Nut Company, Ine., Worcester, Mass., 
has made application for registration of its trade mark, 
“Perma-Tite.” 

The Deming Company, Salem Ohio, has appointed the Kerr 
Machinery Corporation, Detroit, as its distributor in the 
Detroit territory. 

The Continental Supply Co., St. Louis, has opened a supply 
house branch in Russell, Kan., in charge of V. E. Seffer, 
formerly of Augusta, Kan. 

The Industrial Supply Company has recently been organ- 
ized at Fairmont, W. Va., by E. E. Norton. The company 
has a capital stock of $75,000. 

The McRae Wholesale Hardware Co., Helena, Ark., has 
been sold to the Phillips & Burtorff Mfg. Co., Nashville, 
Tenn., according to recent reports. 

The Jeffrey Manufacturing Company, Columbus, Ohio, has 
added to J. M. Tull Rubber & Supply Company, Atlanta, Ga., 
to its list of mill supply distributors. 

The Dreis & Krump Mfg. Co., Chicago, manufacturer of 
sheet metal machines and other machinery, has moved into 
its new factory at 7430 Loomis street. 

The O. Iber Co., machinists’ supplies, formerly located at 
29 South Desplaines street, Chicago, is now in new quarters 
at 9836 West Madison street, that city. 

The Leidecker Tool Co., Bartlesville, Okla., is disposing 
of a bond issue of $300,000, a portion of the proceeds to be 
used for extensions and improvements. 

The American Bolt Corporation and the Hoopes & Town 
send Steel Co., have recently sold jointly $750,000 worth of 
71% per cent debenture bonds, maturing in 1934, 

The Aetna Steel & Iron Co. has been organized at South- 
ington, Mass., to manufacture bolts and nuts. The company 
has taken over the property of the Aetna Nut Co. 

The R. Kohl Diamond Die Co. has been organized at New 
ark, N. J., to manufacture and import diamond dies for wire 
drawing and diamond tools for general industrial uses. 

Noland Co., Inc., Newport News, Va., distributor of mill, 
plumbing, heating and contractors’ supplies, recently moved 
its branch from Goldsboro, N. C., to Raleigh, N. C., where 
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The Chicago Sanitary Rag Co., Inc. 


Manufacturers of 
SANITARY WIPING RAGS 
NEW AND WASHED CHEESE CLOTH 
NEW AND WASHED BEEF CLOTH 
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WIZARD (Stick) Belt Dressing 


IS STRICTLY A JOBBERS’ PROPOSITION 


We guarantee WIZARD to sell and give satisfaction, or money re- 
funded. We supply our jobbers liberally with samples and advertising 
folders 





Write for our proposition 


RICHMOND BELT DRESSING MFG. CO., Inc. 
Richmond, Va. 


Samples free upon request. 
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Every type of lathe chuck any 
shop requires—and the strength 
and endurance it demands. 






Write for Catalog 


The Hoggson & Pettis Mfg. Co. 
New Haven, Conn., U.S. A. 

















HE main purpose of business paper adver- 
tising is to stimulate and intensify the effect- 
iveness of the regular order-getting machinery. 


Manufacturers who sell through mill supply dis- 
tributors look to MILL SUPPLIES to supply 
this stimulus. Before planning your fall selling 
campaign, ask us for advertising rates and 
A. B. C. circulation figures. Address MILL 
SUPPLIES, 537 S. Dearborn St., Chicago. 
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the company has a building, which provides offices and show- 
rooms, a pipe shed and warehouse. L. E. Soloman is branch 
manager. 

The Southern Metal Trades Association recently received 
reports from its members which indicate that Southern ma- 
chine shops are reasonably busy for this season of the year. 

The Plomb Tool Co., has been organized with offices at 
2209 Santa Fe avenue, Los Angeles, to manufacture hand 
forged tools and special wrenches for the automobile trade. 

The Wickwire-Spencer Steel Corporation, New York, has 
plans for a complete reorganization, by which a new corpora- 
tion will be formed to take over the present company’s busi- 
ness. 

The Carlisle Hardware Co., Springtield, Mass., has acquired 
the store at 322 Main street next to its present location, 
which will give the company 2,000 square feet of additional 
floor space. 

The Jefferson Union Co., Lockport, N. Y., has purchased 
the former plant of the Republic Rubber Co., adjoining its 
foundry, and will use it for a machine shop and _ finishing 
department. 

Alsteel Manufacturing Co., Ine., Battle Creek, Mich., is now 
manufacturing a line of hose clamps formerly made by the 
Crabill Hose Clamps Co., having taken over the business 
of the latter company. 

The name of the company which formerly operated as the 
Persons-Arter Machine Co., Worcester, Mass., is now the 
Arter Grinding Co. The company manufactures surface 
grinders and magnetic chucks. 

American manufacturers of mining and metallurgical ma 
chinery are invited to exhibit at the industrial and mining ex- 
position which will be held at Lima, Peru, on December 9. No 
charge will be made for exhibits. 

The J. E. Perkins Co. has been organized with offices at 
113 East Franklin street, Baltimore, and will act as factory 
representatives for heating equipment, temperature controls, 
steam traps and other allied lines. 

The Stanley Works, New Britain, Conn., held a general 
sales conference in New Britain July 7 to 11. Inspection 
tours of the factory, sales talks and discussions and a golf 
tournament featured the program. 

The Bridgman Co., Philadelphia, jobber of plumbing and 
steam supplies, has leased a two-story warehouse at Allen- 
town, Pa., and will use it as an Allentown branch under the 
management of Fred J. Sommer. 

Reports of a merger of twelve large stamping and enam- 
eling companies have been current recently. According to 
these reports a new corporation with a capital of $25,000,000, 
may be the outcome of negotiations. 

The Cleveland Duplex Machine Co., Cleveland, has been 
appointed exclusive representative for that territory by the 
J. F. Buhr Machine Tool Co., Detroit, for its line of chucking, 
drilling, reaming and other machinery. 





such as French Lick or White Sulphur Springs, it would be a 
very good idea to arrange a golf tournament for the various 
sectional golf associations affiliated with the pipe and supply 
trade. 

Over 260 exhibitors, including many mill supply manu- 
facturers, have already been assigned space in the third 
national exposition of power and mechanical engineering 
which will be held in the Grand Central palace, New York, 
December 1-6. 

The bureau of standards, Washington, D. C., has been mak- 
ing studies of babbitt metal. It has been found that slight 
increases in compressive strength and in brinell hardness 
are produced by the addition of copper, arsenic and zine to 
white bearing metal alloys. 

An exposition of inventions will be held in the Engineering 
Societies Building, New York City, December 8 to 13, in- 
clusive, 1924. A feature will be exhibits from leading Amer- 
ican industries showing developments of various machines, 
utilities and processing methods. 

The Arrowhead Iron Works has been organized at Kansas 
City, Mo., with a capital of $100,000 to manufacture steel 
grating and stair treads for industrial plants. S. H. Rich- 
ards of Richards & Conover Hardware Co., is one of the 
principals in the new company. 

The Landis Machine Co., Waynesboro, Pa., machine tool 
builder, has taken over the Victor Tool Co., of that city, 
manufacturer of collapsible taps, die heads, tool holders and 
nut facing machines. There will be no change in the present 
selling arrangements of the Victor line. 

Smith & Serrell, manufacturers of flexible couplings, for- 
merly located at Central avenue and Halsey streets, New 
ark, N. J., are now in new quarters at 20 Washington place, 
in the Globe Indemnity building. The latter is one block 
from the company’s previous location. 

Jones Oil Well Reamer Co., formerly of Independence, 
Kan., has moved to Tulsa, Okla., and the company is occupy- 
ing the former Crescent Tool Company plant, manufacturing 
a line of oil well reamers and other supplies. The company 
recently reincorporated with a capital of $100,000. 


A new mill, plumbing and heating supply house has been 
opened at 251 Hudson street, Hackensack, N. J., under the 
firm name of Murray & Adler. The members of the firm are 
William Murray, formerly of John A. Murray & Sons, New 
York City, and George Adler, for many years cashier of the 
same company. 

Waite Hardware Co., Worcester, Mass., distributor of hard 
ware, tools and mill supplies, held an employes’ field day at 
Webster, Mass., last month. The affair was in charge of 
a committee of the Waite Associates, an employes’ organiza 
tion. The officers of the company were guests of the associ- 
ates at the outing. 


Jenkins Bros., New York, recently sold to bankers an issue 


of $1,000,000 worth of serial first mortgage 6 per cent bonds, 


on The General Fireproofing Co., Youngstown, Ohio, has paid maturing serially to 1938. This issue has behind it net tangi 
ox a dividend of 30 cents per share on its common stock to ble a sets of $4,886,259, according to the banking reports. 
oi holders of record June 20, and a regular quarterly dividend For the nine years ended December 31, 1923, earnings of the 
m- of $1.75 per share on preferred stock. company available for interest, depreciation and taxes have 
le The J. F. Buhr Machine Tool Co., has been organized with averaged $529,848. 


s. an office at Fourteenth and Dalzelle streets, Detroit, and will 


; ¢ The United States Water & Steam Supply Co., Kansas City, 
act as sales representative for the Blodgett Engineering & 


Mo., distributor of heating, plumbing and waterworks sup- 














Tool Co., manufacturer of multiple drillers. 

The Blairsville Hardware Co., Inc., was recently organ- 
ized at Indiana, Pa., with $30,000 paid in capital stock, to 
distribute hardware products and tools. The principals in the 
company are J. M. Stewart and A. W. Mabon. 

The bureau of foreign and domestic commerce is opening 
an office in Stockholm, Sweden, in charge of Trade Com- 
missioner T. O. Klath. The bureau has requested a copy 
of the “Mill Supply Buyers’ Guide” for Mr. Klath’s use. 

The American Radiator Co., has purchased the two-story 
building of the Larkin-Carey Co., New Haven, Conn., which 
it has been using as a distributing branch for the last few 
years. The property was held previously under lease. 

The Skinner Chuck Co., New Britain, Conn., closed its 
factory on July 14 for the annual two weeks’ vacation period, 
only the office and shipping departments remaining open to 
take care of inquiries and to ship orders for stock goods. 

A suggestion has been made by prominent members of 
the golfing fraternity of the pipe and supplies industry that, 
inasmuch as the next convention of the National Pipe and 
Supplies Association will probably be held at some resort, 


plies, has awarded a general contract for a two-story and 
basement distributing and storage building. The building 
will be 110 by 130 feet, and will cost over $50,000. It will 
be located at 1719-25 Locust street. The company’s head- 
quarters are at 1315 West 12th street. 

The Kmery Hardware Co., Bradford, Pa., distributor of 
hardware and mill supplies, has been incorporated with a 
capital of $100,000 to sueceed to the business formerly oper- 
ated under the same name as a partnership. The following 
are the officers of the company: President, Lewis Emery, Jr.; 
vice-president, Earl C. Emery; vice-president and general 
manager, Frank Mappes; secretary and treasurer, C. FE. 
McCafferty. 

The Townley Metal & Hardware Co., Kansas City, Mo., 
hardware jobber, recently took 31 of its salesmen on a trip 
to visit some of the factories whose products the company 
sells. The trip covered a total of 2100 miles, during’ which 
the men traveled in a private car, the company paying all 
expenses, the men in turn giving up their two weeks’ vaca- 
tion period. The trip started July 13 and lasted two weeks. 
The cities visited included St. Louis, Bloomington, Peoria, 
LaSalle, Joliet, Chicago, Toledo, Elyria, Cleveland, Shelby, 
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Flexible Shaft 
Grinding, 
Polishing and 
Buffing Machine 
is a Mighty 
Handy Tool 
When once installed it 
becomes the most pop- 
ular machine in_ the 

shop. 
Several sizes 





Manufactured by 


N. A. Strand & Co. 
5001-09 No. Lincoln St. 
Chicago, Hl. 





A Leader of Quality 


—DOUBLE NEEDLE— 


No. 208 Double Needle Torch has many 
up-to-date improvements that add greatly 
to its efficiency and strength. Powerful 
burner burns modern low test fuel pro- 
ducing over 300 degrees more heat. Can 
always be kept in prime condition by 
using upper cleaner needle. Tank is heavy 
gauge brass reinforced on the _ inside 
which makes the burner and other parts 
strong and rigid. It pays to buy the best. 
Jobbers supply at factory prices. Catalog 
mailed upon request. 


CLAYTON & LAMBERT MFG. CO. 
10583 Knodell Ave. 
DETROIT, MICH. U., Ss. A. 





No, 208 Torch 
Ask for latest price 
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ianutacturers. Yet, strange to say, many 
industrialists allow a number of men to be 
aken from their tasks to move freight cars 


when ONE MAN can do the work alone 


ith an 
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all over the World 


A mill supply house without Atlas Car- 
Movers is like a hardware store without 


hammers. Users are continually told to “‘ask 
their dealers.”” Ask for prices. 
7 . Note the 
Manufactured only by Douiie kink 


APPLETON CAR MOVER CO. 
APPLETON, WISCONSIN 
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MASON REGULATOR CO. 


BOSTON, MASS. 
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Known the World Over as the 


“V-B” Belt 


¢ | For 
Transmission, Conveying and 
Elevating 
The Very Best Balata Belt Obtainable. 
We also Manufacture 


Special and Ampere Canvas Stitched Belt- 
— ing and the Victor Endless Thresher and 
Tractor Belts 


Victor Balata & Textile Belting Co. 
Main Sales Office, 38 Murray St., New York 


(hieago Warehouse: 
345-351 W. Austin Ave. 





Factories: 
Easton, Pa. 








Peel ’em down to fit 
and save 1 to 4 hours 


LAMINATED SHIM COMPANY, Inc. 
223 14th St., Long Island City, N. Y. 











ELDING 
JMPERIALs:?%¢ FOUIPMENT 
OXY-ACETYLENE PROCESS 


Complete Welding and Cutting 
Outfits for All Requirements 


Automatic Acetylene Generators Lead Burning Outfits 


Brazing and Pre-heating Torches Welding Rod, Flux, etc. 


Catalog and Prices on Request 


Imperial Brass Mfg. Co. 
511 South Racine Ave., Chicago 
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Cincinnati, Detroit, Indianapolis and Kokomo. The trip 
was taken as an experiment in increasing the efficiency of 
the sales organization. 

The National Safety Council, 168 North Michigan avenue, 
Chicago, has issued a “safe practice pamphlet No. 61,” which 
contains information that will be helpful to industries and the 
general public in connection with the use of mechanical re- 
frigeration. The pamphlet outlines the properties of refrig- 
erating materials and types of equipment used, discusses the 
hazards involved and describes methods for overcoming or 
lessening them. 

The J. L. Mott Co., Trenton, N. J., manufacturer of sani- 
tary ware, has been placed in the hands of Robert K. Bow- 
man, vice-president of the company, and Charles H. Baker, as 
receivers. The receivership was appointed upon petition by 
the Tottenville Copper Co., Inc., which had a claim of $48,581 
against the company. The Mott company was organized in 
1903, and has a capital stock of $6,000,000. The receivership, 
it is said, was the result of a desire of the directors of the 
company to conserve assets and protect creditors. 

The bureau of foreign and domestic commerce of the De- 
partment of Commerce has announced the release of several 
new trade lists giving the names of importers and dealers 
of hardware in foreign countries. The lists may be had with- 
out charge from any of the district or co-operative offices of 
the bureau or from Washington direct by giving title and 
file number as follows: Norway, EUR-9016-B (Revision); 
Denmark, EUR-2015; Wales, BE-5006; Japan, FE-11024-B 
(Revision); Algeria, KUR38047-A (Revision); Morocco, EUR 
17003; and Latvia, RDs80011. 

Isaacson Iron Works, Seattle, Wash., recently purchased 
the buildings, plant and equipment of the Pacific Construction 
& Engineering Company in Seattle. The plant was con- 
structed during the war at a cost of a half million dollars and 
was later devoted to the manufacture of tools for the Cali- 
fornia oil industry. For the past two years it has been in 
control of a creditors’ committee. It will be consolidated 
with the plant of the new owner and, according to statements 
from the coast, will form the largest forge, machine shop and 
galvanizing plant in that section. 

The Jennison Hardware Co., Bay City, Mich., distributor of 
heavy hardware, iron and steel and mill supplies, has awarded 
a general contract for rebuilding the portion of its warehouse 
which was destroyed by fire several months ago. The com- 
pany will build a five-story warehouse building, 95 by 100 
feet, at an estimated cost of $125,000. The company was 
established in 1850, and is one of the oldest and largest dis 
tributing organizations in its section of the country. William 
I’. Jennison is president of the company. George B. Jenni- 
son is vice-president and treasurer. The company carries 
an average stock valued at $600,000. 

The following are the newly elected officers of the New 
iMngland Iron and Hardware Association: President, Charles 
A. Haines, Dodge-Haley Co., Boston; vice-president, EE. R. 
Brayton, Belcher & Loomis Hardware Co., Providence; trea 
urer, George J. Mulhall. Directors: Charles A. Adams, John 
B. Varick & Co., Manchester, N. H.; C. D. Alexander, Emery- 
Waterhouse, Portland, Me.; R. M. Boutwell, Standard Horse 
shoe Co., Boston; William H. Bowe, Herrick Co., 
M. Butts, Butts & Ordway Co., Boston; E. R. Brayton; Frank 
lin k. Bragg, N. H. Bragg & Sons, Bangor; Frank F. Chase, 
Chase, Parker & Co., Boston; G. M. Congdon, Congdon-Carpen- 
ter Co., Providence; M. D. Damon, Fitchburg Hardware Co., 
Fitchburg; Clarence C. Dodge, George F. Blake Mfg. Co., 
Cambridge; George M. Gray, Peter Gray & Son, Inc., Cam- 
bridge; Charles W. Henderson, Arthur C. Harvey Co., Bos- 
ton; Robert H. Sanderson, E. P. Sanderson Co., Cambridge; 
and the new president, Charles A. Haines. 

In a recent issue of the house organ of the Penberthy 
Injector Co., Detroit, Louis A. Hebert has a signed article 
under the caption, ‘How Salesmen Waste Time.” He says: 
“The head of a sales organization comprising over 1,000 
men recently sent out a questionnaire to the salesmen asking 
them to suggest wherein the greatest leaks in their time took 
place, and following is a_boiled-down summary of the 
answers. This should prove interesting to you—to any man 
who sells goods—because time is one of the most precious 
elements that enter into salesmanship. The greatest time- 
losses were due to failure to: plan the week’s work; map out 
a working schedule for each day; use the telephone on proper 
occasions; start the day’s work early enough; work right 
up until the last minute in the afternoon; call upon the 
nearest prospect next; start the week’s work bright and 
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arly Monday morning; work the last day or half-day of 
the week; look up train schedules and connections; profit 
by errors of past experience; make out reports at night, 
or after the day’s work; keep in daily touch with the 
office by letter; make constant check-up on weak points; 
have all sales points on finger tips; observe conditions in the 
territory; use a motor car when it is economy to do so; 
co-operate with the sales manager; read and study all letters 
and bulletins from the house; keep mind and body ‘sparking’ 
by going to bed early; maintain good health by living a 
straight, clean life; keep working when weather becomes too 
hot or cold; use time profitably on rainy days; resist attend- 
ing ball games and movies. There were many other inter- 
esting reasons given, but the above were the main ones; and 
they are listed in the order in which the replies predomi- 


nated. Why not check yourself up on them?” 


CLASSIFIED ADVERTISEMENTS 


Classified Line Advertisements under heads of Wanted, For Sale, ete, 
will be published in this Department at a rate of 25 cents a line, each 
insertion. Count nine words to a line. 


~ SALESMEN WANTED 


WANTED—Mill Supply Salesmen can add to their inecrae 
by taking orders for a specialty that is sold in volume. 4t’s 
by far the best and backed by highly rated company with 25 
years’ standing. Either side line or all of your time depe«d- 
ing on territory. Write for particulars giving reference wad 
present occupation, territory covered, etc. Address No. ‘80, 
care MILL SUPPLIES, 537 South Dearborn St., Chicago. 

WANTED—Pump Salesman: By well known manufac- 
turer of hand and power pumps and complete water systems. 
For hardware, implement and plumbing trade, with view to 
later selling jobbing trade. Prefer man with practical work- 
ing knowledge of pumps. Previous experience in buying as 
well as selling pumps would be an asset. Correspondence in 
confidence. Age preferably about 25 to 35. Address Box 782, 
care MILL SUPPLIES, 537 S. Dearborn St., Chicago. 

WANTED—Experienced mill supply salesman for Georgia 
territory. Address No. 785, care MILL SuPPLiks, 537 S. Dear 
born St., Chicago. 


SITUATIONS WANTED 


WANTED—Situation by man of 40, with experience as 
salesman, manager and buyer of Mill Supply House, 18 years’ 
experience in this line; can furnish very best references. In 
reply address No. 784 care MILL SUPPLIES, 537 South Dear 
born St., Chicago. 

WANTED — Manager — thoroughly experienced plumbing 
and heating executive, age 40, capable of taking entire charge 
of sales, purchasing and accounting department. Available 
at once. Address No. 786, care MILL SUPPLIES, 537 S. Dear 
born St., Chicago. 


SALES AGENCIES WANTED 


WANTED—Manufacturer of steam and water packings 
acquainted with rubber, packing, hardware, ship chandlery, 
plumbing and mill supply trade in the metropolitan district 
and in the East, desires to take on additional lines on agency 
or jobbing basis. Highest financial rating and references. 
Address No. 783, care MILL SUPPLIES, 5387 S. Dearborn St., 
Chicago. 


FOR SALE 


Old established leather belting manufacturing concern has 
a set yearly overhead for $100,000 more sales. Will make a 
very attractive proposition. to large jobbers or large con- 
sumers to take any of the above amouht. Would make same 
up under your specifications and brands. Address No. 777, 
care MILL SUPPLIES, 537 S. Dearborn St., Chicago. 


BUSINESS OPPORTUNITY 


Business opportunity as stockholder and officer Texas 
corporation doing wholesale jobbing plumbing business in 
Dallas territory. Good history and prospects. Stock par. 
Desire young man with technical knowledge of plumbing 
business, good education and personality, able to purchase 
stock of retiring officer. Inquire, Director 418-19 Western 
Indemnity Bldg., Dallas, Texas. 
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Quality A Square Deal 


E want your 
P ie eS : valve trade, but we 
is a necessary considera- , . 


. : realize that you must 
tion where protection —— first find out that we “make 
against fire loss is in- : ! f good.” 

volved. All Diener === | } ee eG DE ans 
Products are produced ee ! : Back of the Williams 


with this idea in mind. APP | line there is not only an 
This is only “- of - SATETPONERN it ‘ en apped a Bi gore 
weaned or ge ‘Di Me SOW DIENER Me C0 “a selling valves but there is 
ou a - = ae — | a sane nce. We don't 
products to large indus- a conscience. e 

trial plants and the know how to make and 
growing demand for we don’t want to make any- 
them everywhere. thing but good valves. 


Time and severe service hz ave demonstrated 
that Williams Valves are good and that they satisfac- 


““Protection”’ Approved Safety torily meet the requirements of modern engineering 


practice 


° Now, we believe that we know how to do 
Non-Explosive Can business so it will be profitable to you. At least 
we are trying. 
and all other Diener Products are being sold easily by Our policy is, first to make a good product; 
jobbers who wish to build business for permanence, _= i beverly demand and depend upon 
because Diener reputation aids in their sale. ee ‘ i ; : 

We do not ask for a contract of a year’s 
specifications. You may have the option of buying 


We Want More Jobbers Now as large a quantity as you want—so long as you 


supply and keep up with the demand. 





; ; : : ; men Our extensive advertising campaign has 
You will find it to your interest to investigate this line brought about such an increased demand for Wil- 
further. Write for catalog showing our complete line, nn gh “ay we are 

. . . . . Ss »p e rade. 
price list, and any other desired information. — =. 7 = 

If this — you as a tair proposition, 
suppose you wi! as we are determined to give 
you a SQU: ARE ‘DE AL. 


The D.T. Williams Valve Company 
CINCINNATI, OHIO 


looking for live dealers to 


George W. Diener Mfg. Co. 


400-420 MONTICELLO AVE., CHICAGO 

















Mechanical 


Rawhide 











is vastly superior to the ordinary 
rawhide lace leather. 


In making it no lime or acids are used to distend 

‘ i 3 h enuin a 

and weaken the natural hide fibres. The genuine ewan lent 

mechanical Chicago Rawhide has much greater ten- as 

sile strength than any other, and you or your cus- DOOR HANGERS 
tomer can safely carry it in stock for months or AND TRACK 

i i otting or growing hard, 

a igor ager Bs ts 1 vai +e . th 8 a Buyers a plenty—this is the peak season throughout the 

as the ordinary rawhide or indian-tan leather does. land for building activities, and the season’s best offering 

9 in door hanger values is to be found in the new MYERS 

bd ° 6é - NEW-WAY GIANT TANDEM ADJUSTABLE TUBULAR 

Chicago Rawhide Selected Cut Lacing HANGERS and TUBULAR GIRDER STEEL TRACK 

—— a for Garages and other buildings. You'll find it worth while 

Mechanical Every lace perfect to feature them during the coming months when calls are 

e l most frequent for door hangers. Their numerous improve- 

—lIt will pay you to handle ments and out-of-the-ordinary carrying powers combined 

+4 — with neatness of design, better construction and attractive 

this lace leather and none other finish, give to users light gliding, tight fitting, weather 

P - resisting, dirt, storm and bird-proof door service that will 

Write us for Prices and Samples have a strong appeal to anyone who may be contemplating 


or who is already erecting new buildings or remodeling old 
. R hid Mf C ones. Catalog and prices on request. 
The Chicago Rawhide Mig. Co. 


1301 Elston Ave. Chicago, Ill. ay? saree 2 o- << 
<P MOU: ~ p> By, Fey 
Mechanical Leather Tanners @YER i > tain MAUR or hn, 


ADJUSTABLE 











° ° . Supbsrae ASHLAND 
Rawhide—Indian Tan —Krome sen seed SEEMYERS RBROG, WorKs 




















When writing to Advertisers please mention Mitt Suppties, 











rk ee ee 





